


France 


Wells 
t Com- 
yank in- 
sel cor- 

indus- 
its own 
steam- 
actories 
article. 
ncy ior 
seek to 
mit to 

differ 

It is 
yt issyy 
surance 
ts own 
to deal 
y those 
ig the 
various 


ENDS 


seneral 
rough 


a Life 
H. K. 
closed 
school 
¥ & 
e been 


se fra- 
red an 
ige of 
s, and 
ynly to 
ulso to 
\panies 
f their 


d and 
in the 
Jiggin- 
Crane, 
‘th has 
agency 
agency 
n that 
agents 
a paid 

The 


ay for 


of the 
rensive 
r these 
> close 
r they 
These 
1g and 
ith the 
g the 
them- 
uction 
iction. 


LICY 


+ with 
yf the 
. City, 





nard’s 
insur- 
case 
trust 
n the 
vho is 
pusi- 


retif- 


CK 












hirty-Second Year No. 16 


The National Underwriter 


LIFE INSURANCE EDITION 


CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, APRIL 20, 1928 






$3.00 Per Year, 15 Cents a Copy 





AGENTS AND COMPANIES 
ARE AT LOGGERHEADS 





Controversy Over Section 97 of 
New York Laws Is of 
National Interest 


INVOLVE MANY QUESTIONS 


Hearing at Albany Last Week Attracted 
Large Assembly of Agents, Officials 
and Actuaries 


NEW YORK, April 19.—For the first 
time in many years, life insurance 
agents and life company officials are 
definitely at loggerheads over a vastly 
important issue, the revision in the ac- 
quisition cost legislation in New York 
being the present item of controversy. 
\t a public hearing held at Albany, last 
week, both agents and company officials 
presented their views, but no solution of 
the problem was effected and no steps 
made towards ironing out the difficul- 
ties. It did become very apparent at 
this hearing that this problem is not 
merely a minor legislative program, but 
is One that involves practically every 
phase of the new order in life insurance. 
Originally the chief item of controversy 
was the mortality table to be used. Then 
itgrew into a matter of agency expense. 
Now it seems to involve every current 
problem in the life insurance world, 
irom the Bank of Italy situation in Cali- 
fornia to the writing of non-medical 
business. 


In Auspicious Surroundings 


Last week’s hearing at Albany was 
tinder unusually auspicious circum- 
stances. It was held in the Assembly 
Hall of the New York general assembly 
in the state house, and for the first time 
smce the great Armstrong investigation 
*3 years ago, the company officials stood 
n the rostrum and discussed the matter 
! company practices and life insurance 
conditions. Superintendent Beha of 
course was in the chair in the place of 
the presiding officials who were in 
charge of the investigation of 1905, but 
there was an atmosphere about the 
‘caring which added to its importance. 
the assembly hall was crowded to ca- 
pacity with the great aggregation which 
ad journeyed from New York City and 
al parts of the state to be present at 
this hearing. 

Agents Were Present 


There were agents, general agents, 
‘ctuaries, company officials, and state 
‘Mcials present. During the course of 
_ hearing representatives from each of 
“ese classifications were heard. At 
mes there were slight tilts between 
ose conducting and those presenting 
tir views. From the opening of the 
ating to the end, there was a definite 
reach between the views presented by 
“€ agents and those presented by the 
_mpanies, and this was not cleared up, 
“ven after several hours of discussion. 





LIFE COUNSEL WILL 
HAVE SPRING RALLY 


TULLEY IS THE PRESIDENT 


Association Sets May 25-26 for the 
Semi-Annual Meeting Which Will 
Be at French Lick 


The Association of Life Insurance 
Counsel will hold its spring meeting 
this year at French Lick Springs May 
W. J. Tulley, formerly general 
solicitor of the Metropolitan Life and 
now retired, for many years secretary 
of the association, is the new president, 
having been elected at the last meeting 
in New York. Mr. Tulley has always 
retained his interest in the Association 
of the Life Insurance Counsel, and con- 
sented to take the presidency last year, 
which means that the meetings will be 
sparkling with humor as well as effi- 
ciently conducted, as Mr. Tulley is a 
noted story teller and wit. The secre- 
tary is Harry C. Bates of the legal de- 


25-26. 


partment of the Metropolitan Life. Clyde | 


P. Johnson, vice-president and general | 


counsel of the Western & Southern Life, 
will be chairman of the entertainment 
committee at French Lick and has al- 
ready appointed Francis V. Keesling of 
the West Coast Life of San Francisco, 
as sub-chairman of the golf contests. 
Mr. Johnson will be practically the 
local manager of the convention since 
Cincinnati is only a few hours by auto- 
mobile from French Lick. 





Superintendent Beha closed the hearing | 


by suggesting that the agents designate | 


a committee of five to meet with the | resent brokerage and general insurance 


committee of five of the company offi- 
cials, and the insurance department and 
endeavor to come to a common under- 
standing. This meeting is to be ar- 
ranged for the very near future. 

Beha Opened Hearing 


Superintendent Beha of the insurance 
department opened the hearing with a 
brief summary of the situation. He said 
that the proposed revision of Section 
97, dealing with acquisition cost, on first 
year business in life insurance, was es- 
sentially a matter of public interest and 


not of the interest of this or that group. | 


He said that the chief objection which 
the department had heard from the 


agency group was in regard to the effect | 


on the compensation of the agent. Mr. 
Beha said that there are greater things 
at stake, the greatest being public con- 
fidence. He said that insurance is held 
in high public esteem today, but those 
in the business must watch tendencies 


CLEARY DECLARES “AD” 
WAS NOT UNETHICAL 


ISSUE OVER BRISTOL APPEAL 
Vice-President Northwestern Mutual 


Says New York City General 
Agent Is in Step 


MILWAUKEE, WIS., April 19.— 
Vice-President M. J. Cleary of the 
Northwestern Mutual Life was asked 


this week to make a statement regard- 


ing the controversy that the general 
agency in New York under General 
Agent John I. D. Bristol has aroused 


over an advertisement in the New York 
papers, to which many of the members 
of the New York Life Underwriters 
Association objected. Mr. Cleary made 
the following statement: 

“For ethical as well as business rea- 
the Northwestern Mutual has 
never had any desire to attract to its 
agency force agents of other companies. 
It prefers to recruit its agency force 
from men engaged in other lines of busi- 
ness. This policy has had the support 
and approval of its general agents and 


sons, 


has been and is adhered to with con- 
sistency. 
“Mr. Bristol's ‘ad’ which was run in 


the daily papers of New York (not the 
insurance journals) is an entirely ethical 
one. He specifically said that the men 
to whom he appealed are men free to 
contract. 

“New York has an army of men en- 
gaged in life insurance who are not 
agents of any particular company, men 
who have contracts with several com- 
panies. There are many more who rep- 


offices. Any general agent or company 
may appeal to these men to become full 
time representatives of a life company 
without doing violence to the ethics of 
the business. This is the class of men 
to whom Mr. Bristol's ‘ad’ was intended 
to appeal. 

“As to his mailing a copy of the ‘ad’ 
to full time agents of other companies, 
we have no information except that ap- 
pearing in the article in THe NATIONAL 
UNDERWRITER. We do not understand 
that the statements contained in this 
article were confirmed by Mr. Bristol. 
Until we are more definitely advised as 


| to the facts in the case, we do not care 


which might undermine this great con- | 


fidence. In any revision those interested 
in the business should primarily watch 
the public interest, for what is best for 
the business is best for the companies, 
the agents and the policyholders alike. 
Mr. Beha said that there is no perma- 
nent gain if the company or agency 
interests are put over those of the pol- 
icyholder. 
Tells Department's Interest 


He said that the principle of Section 
97 is practically ignored in certain 
phases and that there are many items 


| need for revision today. 


of importance in relation to cost limita- | 





to comment on this feature.” 


tion that are not covered in the present 
legal code. It was pointed out by Mr. 
Beha that the matter of reduction of 


cost is a problem for the individual 
company. The department is not inter- 
ested in this. It is interested in the 


legal obstacles to such reductions which 
are now encountered. He said that the 
department desires to lower insurance 
costs for the public at all times, though 
it also constantly endeavors to prevent 
any company from reaching the danger 
mark. 
Revision Is Needed 

Mr. Beha said that there is a definite 
The life insur- 
ance costs have been reduced practically 
none since the Armstrong investigation, 
although mortality rates are much lower, 

(CONTINUED ON PAGE 29) 





PRESIDENT DUFFIELD 
URGES CONSERVATION 


Prudential Superintendents, Man- 
agers and Special Agents At- 
“tend Unusual Meeting 


OFFICIALS ADDRESS MEN 


Stress Improvement of Individual Aver- 
age and Development of Agents 
Who Are Not Producing 


NEWARK, N. J., April 19.—Conser- 
vation of both business and men was the 
keynote of the address of welcome given 
D. Duffield of 
the Prudential to the 1,000 superintend- 


by President Edward 


ents, managers and special agents who 





EDWARD D. DUFFIELD 


President Prudential 
are in session here this week, in their 
annual conference with the home office 
men. Gigantic figures were read to 
give the story of the year’s accomplish- 
ments, showing the greatest year on 


record, and the men were urged to im- 
prove the average production in all de- 
partments, especially ordinary and group. 


But throughout the talks of President 
Duffield and the other officers who 
spoke, there predominated the appeal 


for greater conservation efforts. 
Approach to Greater Business 


It was pointed out by Mr. Duffield 
that conservation is the indirect and 
most forceful approach to greater bus- 
iness. To better hold the men and the 
business, it is essential to develop larger 
average production records. He said 
that the agent who slips out of the field, 
dissatisfied, is an actual loss to the busi- 
ness and he is lost to the company in 
most cases because his production was 
not up tostandard. Thus efforts in devel- 
oping the average production by bring- 

(CONTINUED ON PAGE 18) 
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CONNECTICUT GENERAL 
RATE CHANGES MADE 


J. M. LAIRD MAKES ANALYSIS 





Americau Men Table Has Been Liber- 
ally Used in Computing Company’s 
New Coverage Cost 





“Under the new program, effective 
April 1, we have a complete revision of 
non-participating rates and disability 
benefits,” said J. M. Laird, vice-president 
of the Connecticut General Life, said, in 
commenting on the company’s rate 
changes. 

“In computing the basic rate for life 
insurance without disability we have 
departed from the American Experi- 
ence table and have used the modern 
American Men table, with due allaw- 
ance for the Connecticut General’s ac- 
tual mortality as determined by past ex- 
perience and future expectations. 


Premiums Reduced 


“In spite of a tendency towards a 
lower rate of interest on high-grade 
securities, the net result is a reduction 
of premiums for life insurance without 
disability on the principal forms such as 
ordinary life, 20-payment life, 20-year 
endowment and 10-year term. On ordi- 
nary life and 20-payment life at ages 
under 45 and on several other plans at 
the young ages, the new rates (except in 
Pennsylvania) are less than the net 
premiums by the American Experience 
table. In Pennsylvania the law requires 
a rate at least equal to this net prem- 
ium, but even in this state our new pro- 
gram is most attractive to prospects for 
complete insurance protection. On ev- 
ery policy issued at a rate less than the 
net premium by the American Experi- 
ence table, we set aside a special reserve 
as a guarantee that the company will be 
able to fulfill all its obligations. Al- 
though the new rates are low at the 
young ages, a still greater reduction in 
dollars and cents has been made on these 
plans at the higher ages in all states. 
For example, at age 50 the rate for 
ordinary life has been reduced by 87 
cents and for 20-payment life by 81 
cents, 

“In line with the general tendency 
towards higher premiums for disability, 
the rates for disability income have been 
slightly increased. 


Travel Restrictions Removed 


“To take care of the business man 
who in good faith secures a policv with 
disability income and later wishes to 
take a trip in an airplane or to the 
tropics, we have removed the old re- 
strictions on occupation, residence and 
aviation. At the same time we have 
simplified the language. 

“Our old disability Plan 1, which pro- 
vided waiver of premium and $5 a 
month, has largely outlived its useful- 
ness. The present trend is towards 
either a waiver of premium or the more 
complete coverage found under disability 
income Plan 2 or Plan 3. We have 
therefore adopted'a new Plan 1, which 
gives waiver of premium on any amount 
up to the limit waived by the company. 
The waiver becomes effective immedi- 
ately if the disability is obviously perma- 
nent, but in any event after three 
months of total disability. 

_“To meet the growing demand for a 
disability benefit of $10 a month for 
single wage earning women, we have 
devised a special benefit which gives the 
desired protection during the normal 
period of economic need for a business 
woman, 





Writes $2,000,000 Group Policy 


The Sun Life of Canada has written 
$2,000,000 of group life insurance on the 
employes of the Imperial Tobacco Com- 
pany of Canada. All employes with 
one year or more of service are eli- 
gible, the amount varying according to 


| the headquarters for the meeting. On 


PROGRAM FOR MEDICAL 
SECTION IS COMPLETED 


WILL MEET IN ST. LOUIS 





Notable List of Addresses Arranged for 
Annual Session, to Be Held 
May 2-4 





ST. LOUIS, April 19.—It is antici- 
pated that the attendance at this year’s 
gathering of the Medical Section of the 
American Life Convention, to be held 
in St. Louis May 2-4, will set a new 
record. The program is one of the most 
interesting yet offered by the section, 
while the central location of St. Louis 
makes it possible for practically every 
member of the Medical Section to at- 
tend the convention with a minimum of 
inconvenience. The program for the 
business sessions of the section follows: 


“The Medical Examiner and His Prob- 
lems,” Dr. J. B. Jack, medical referee and 
examiner, Chicago. 

“Some Problems of Modern Office 
Management in Medical Insurance Prac- 
tice,” Dr. D. M, Shewbrooks, medical di- 
rector Acacia Mutual Life. 

“The Clinical Interpretation of Sys- 
tolic Heart Murmurs,” Dr. William N. 
Anderson, medical director American Old 
Line, Omaha. 

“What Are the Public Responsibilities 
of Life Underwriters?” Dr. J. R. Neal, 
medical director Abraham Lincoln Life. 
“Consideration of Consistent Practices 

Writing Disability Insurance, Dr. 
medical director Mid- 


in 
Frank Harnden, 
land Mutual Life. ‘ 

“Syphilis from an Insurance Stand- 
point,” Dr. Amand Ravold, St. Louis, 

“The Value of the X-Ray in Life In- 
surance,” Dr. Charles E. Waters, assist- 
ant roentgenologist Johns Hopkins Hos- 
pital, Baltimore. 


“Diseases of the Myocardium, With 
Demonstration of the Electrocardio- 
graph,” Dr. William Engelbach, internist, 


St. Louis. 

“Diagnosis and Prognosis of Diseases 
of the Gall Bladder and Duodenum,” Dr. 
J. W. Wear, medical director, National 
Fidelity Life, Kansas City. 

Address, O. J, Arnold, president Ameri- 
ean Life Convention and _ president 
Northwestern National Life, Minneapolis. 


The local committee on arrangements 
has prepared a very complete program 
for the entertainment of the women who 
attend the meeting. On the afternoon 
of May 2 there will be a bridge lunch- 
eon in the Hotel Chase, which will be 


May 3 the committee has arranged an 
automobile tour of St. Louis and vicin- 
ity with a tea at one of the country 
clubs. Theater parties and other enter- 
tainments will also be provided. 


Ohio State Managers Meet 


A meeting of all the managers of Ohio 
branches of the Ohio State Life was 
held in Columbus Thursday, arrange- 
ments for: the gathering having been 
made by Managers L. A. High of Col- 
umbus and George Hayden of Newark. 
A round table discussion was a feature 
of the gathering. Talks were made also 
by President John M. Sarver, Superin- 
tendent of Agencies W. S. Boyenton 
and other representatives of the home 
office. 


Committee on Blanks to Meet 


The committee on blanks of the Amer- 
ican Life Convention will meet at the 
Hotel Commodore, New York City, 
May 7 with a special committee of the 
Life Presidents Association to consider 
changes in blanks. The recommenda- 
tions of the conference will be sub- 
mitted to the blanks committee of the 


Insurance Commissioners Convention 
for consideration by that body. The 
American Life Convention committee 


will include Franklin B. Mead, chair- 
man, Lincoln National Life; George 
Graham, Central States Life, and Claris 
Adams, general counsel of the conven- 


U. S. CHAMBER GROUP 
TO DISCUSS INSURANCE 


MEETING DATE IS MAY 7-11 





Leading Insurance Representatives from 
All Over Country Invited to Attend 
Annual Sessions 


WASHINGTON, D. C., April 18.— 
Promoting prosperity through insurance 
will be the theme of a special insurance 
group session to be held during the an- 
nual meeting of the Chamber of Com- 
merce of the United States here May 
7-11. 

Leading insurance representatives 
from many parts of the country have 
been invited to attend this meeting. 
H. A. Smith, chairman of the National 
Chamber’s insurance advisory commit- 
tee, will preside and will deliver an ad- 
dress on “Insurance Service, 1927-1928.” 
He will discuss the work of the insur- 
ance advisory committee and the Cham- 
ber’s insurance department last year. 
One of the main functions of the depart- 
ment is to bring business men and insur- 
ance into closer contact in order that 
each group may better understand the 
problems and viewpoint of the other. 
Mr. Smith will indicate the progress 
made in this direction, showing how, 
through teamwork, insurance has been 
helpful and business helpful to insurance. 


Commissioner Wysong to Speak 


“Insurance and the State” will be pre- 
sented by Clarence C. Wysong, Indiana 
commissioner. Because insurance is not 
interstate commerce, it is a subject for 
state supervision and regulation. Mr. 
Wysong is well qualified to discuss the 
relationship between insurance and the 
state. While his address will be of par- 
ticular interest to insurance men, it 
should likewise appeal to any one en- 
gaged in business, because Mr. Wy- 
song’s viewpoint will be that of a state 
supervisory official. 

The third and concluding address will 
be delivered by Ralph S. Child of Bon- 
bright & Co., New York. His subject 
will be “Insurance and the Public,” with 
special reference to investments. The 
annual premium income of insurance 
companies today is $4,200,000,000, and 
they have assets of more than $15,000,- 
000,000. Insurance not only serves its 
primary purpose of indemnifying its pol- 
icyholders in the event of loss, but also 
assists in promoting prosperity through 
the investment of this tremendous sum, 
thereby providing needed capital for in- 
dustrial and commercial enterprises. It 
is the latter phase which Mr. Child will 
discuss. ’ 

Following the addresses there will be 
an opportunity for discussion, introduc- 
tion of resolutions and for miscellaneous 
business. 





Reliance Life’s Increase 


An increase of 9:3 per cent in paid 
life business over the first quarter of 
1927 is reported by the Reliance Life 
of Pittsburgh for the first quarter of 
this year. The figure for the first 
three months was $15,036,852 as com- 
pared with $13,751,528 for the same 
period last year. In written business 
the first three months this year pro- 
duced $24,097,648 as compared with 
$23,748,427 for the same period last 
year. Life insurance in force increased 
$6,077,962 the first quarter. Totals of 
insurance in force March 31 are: Life, 
$386,660,755; accident, $152,935,377; 
health, $368,083.75. 





Midwest Life ‘Convention Plans 


The Midwest Life of Nebraska will 
hold its annual agency convention in 
June. Every full-time representative and 
the bigger producers among the part- 
time men will be invited to attend. The 
sessions will last three days, and the 
program will be devised to stress edu- 


BANK STOCKS RISE 


WHEN GIANNINI COMES 





CHICAGO SHARES MOUNTING 





Presence of the Bancitaly Corporation 
Head in a Community Immediately 
Causes Considerable Solicitude 





The presence of A. P. Giannini, presi- 
dent of the Bancitaly Corporation and 
head of the Bank of Italy organization, 
who is the foremost banker on the Pa- 
cific coast, in Chicago caused a rise in 
bank stocks. Last week when he struck 
Chicago, immediately there was an ad- 
vance of $120 a share in the stock of the 
Union Trust Company, $70 a share in 
the stock of the National Bank of the 
Republic and $28 a share in the price 
of the issues of the State Bank of Chi- 
cago. There were smaller advances in 
other institutions. 

Mr. Giannini recently acquired con- 
trolling interest in the Bank of America 
of New York and reports have had it 
since that he had his eyes open for other 
banks in big cities. The report was that 
he was seeking a Chicago foothold. It 
was stated, for instance, that he was 
after the Canal Bank & Trust Company, 
the largest New Orleans financial insti- 
tution, because its stock went up to $400 
from $240 six months ago. It was 
stated that the Bank of Italy crowd was 
endeavoring to secure control owing to 
the large Italian-American population in 
New Orleans. 

Insurance Men Interested 


The announcement on part of the 
Bank of Italy to extend its insurance 
operations and thus become an active 
competitor with agents has stirred the 
insurance fraternity. Some do not feel 
that the Bank of Italy will cut any great 
figure in insurance, yet others believe it 
will be a big factor if it puts on steam. 

The Bancitaly Corporation, organized 
in June, 1919, under. the laws of New 
York, is virtually an investment trust, 
holding securities of financial and indus- 
trial enterprises throughout the country. 
It also has interest in real estate through 
a subsidiary, the Capital Company. 

Owns Much Bank Stock 


As of July 22, last, the Bancitaly Cor- 
poration held shares of 21 __ banks 
throughout the country as an_invest- 
ment, these holdings ranging from 2 
shares to 9,061 shares. Included in the 
list were institutions in New York, Sao 
Francisco, Boston, Pittsburgh, Los An- 
geles, and other cities, but none m 
Chicago. It is possible that the invest- 
ments may have been _ substantially 
added to since that date and that shares 
of some Chicago bank or banks were 
acquired. 

_ The growth of the Bancitaly Corpor 

tion is shown by a comparison of the 
balance sheet for the last two years. On 
Jan. 20, last, investments of the corpora 
tion were carried at $252,430,801, a5 
compared with $93,828,686 on Feb. § 
1927. The capital stock in that period 
increased from $56,250,000 to $130, 
000,000. 





May Give Policyholders More 


_ The Sun Life of Canada bill to clarify 
its original charter as to capital has 
been ordered reported in the Dominion 
House of Commons. The _principa! 
feature of the bill is that control of the 
company will be maintained in Canada 
in perpetuity. Another feature is tha 
T. B. Macaulay, president of the com 
pany, has given his assurance that he 
will recommend to the shareholders @ 
further increase of the net profit to b 
apportioned to the company’s policy 
holders. The plan is that shareholders 
will surrender 20 percent of the nt 
profits, which are now 5 percent, and 
will leave themselves 4 percent and g'"¢ 
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CHICAGO AGENTS OF 
THE TRAVELERS MEET 





Heavy Attendance Marks Opening 
Session of Two-Day Sales 
Convention 


MANY SPEAKERS HEARD 


Conference Is 48th in Series Company Is 
Conducting for United States, 
Canadian Field Forces 


Between 400 and 500 agents represent- 
ing the Travelers in Chicago attended 
the company’s two-day sales congress in 
Chicago on Monday and Tuesday of 
this week. The conference, which was 
conducted by the agency field service 
department of the home office, is the 
48th in a series which began in 1927 
and will continue until each branch of- 
fice in the United States and Canada 
has been visited. DX. J. Bloxham, who 
opened the Monday morning session, is 
supervisor of agency field service in the 
life and accident and group departments 
and is in charge of the conference work. 
He is assisted by John H. Eglof, su- 
pervisor of field service for casualty 
lines, and W. E. Boyd, Jr., field super- 
visor for the Travelers’ Fire. 


E. B. Dudley Presides 


Following a brief address by Mr. 
Bloxham on Monday morning on “The 
[heme and Purpose of the Conference,” 
Life Manager E,. B. Dudley spoke on 
“A Greater Travelers Year in Life In- 
surance in This Branch Office.” Mr. 
Dudley presided throughout the morn- 
ing session. In the course of his ad- 
dress he surveyed the last year’s work 
of his agency and explained to the 
agents present what tools they have to 
use this year and how best to use them. 
Mr. Dudley said he believes that more 
business insurance will be sold this year 
than in previous years, first because 
such insurance has come to be recog- 
nized as a business essential and sec- 
ond because, since this is presidential 
year, many business men are in doubt 
as to the immediate economic future of 
the country and are for this reason 
tager to protect their business hold- 
ings, 

On the subject, “My Most Effective 
Method in Selling Life Insurance,” E. 
J. Kennedy and Walter Ainslee spoke. 
Each rapidly surveyed his work, Mr. 
Kennedy saying that he has found that 
knowledge is the big power in every 
business and that if the life agent has 
a thorough knowledge of his business 
'¢ can produce consistently. Mr. Ains- 
lee laid stress on the fact that it is 
hot so much the initial punch as the 
staying power of the agent that counts. 
He said this is his only selling secret. 
He said he has had greater success 
selling annuity contracts than any other 
kind and that almost none of his sales 
's made after only one interview, but 
that two or three or more interviews 
are necessary, 


Life Follows from Other Lines 


George Fertig spoke on “How I De- 
velop Life Business from my Casualty 
and Fire Clients.” He said that in in- 
Vestigating his personal records he was 
re saa to find how many life cases 
S“owed from origina! casualty policies. 
mg then gave the details of a number 
Ape sK showing how he has written 
dg Icies for his clients after writing 
i or such diverse lines as residence 
de compensation, plate glass and 
- he naurance. One of his clients 
Mr F a $6,500 automobile on which 
* Fertig placed the insurance, and 
(CONTINUED ON PAGE 16) 











AGENTS OPPOSE NEW YORK CHANGE 


| Full Report of Committee of State Association of Life Underwriters, Presented | 
at Public Hearing at Albany, April 12 


mo 
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E APPRECIATE the opportunity 
W wien the life underwriters of the 

state have been given to be heard 
on this suggested legislation. 

For your information, we would quote 
the resolution adopted by the state as- 
sociation in November, 1925: 

Whereas: Due to the able manage- 
ment of the companies and the largely 
increased volume of business, the cost 
of life insurance has been gradually re- 
duced in this state, and 

Whereas: This splendid condition is 
due largely to insurance laws enacted 
after the insurance investigation of 1906, 
the cornerstone of which is section 97, 
having to do with the limitation of the 
expense which companies may incur in 
obtaining of new business, and 

Whereas: As a result of the operation 
of this section in the obtaining of new 
business, healthy competition has pre- 
vailed among the companies and a lower 
cost of management has been main- 
tained, producing a healthy effect upon 
the business of life insurance, and en- 
abling all life insurance companies to 
serve the insuring public at a lower cost, 
be it then 

* * * 

Resolved: That the New York State 
Life Underwriters Association records 
its faith in the integrity of section 97 
and the part which it has played in the 
development of the insurance business, 
and be it further 

Resolved: That the New York State 
Life Underwriters Association is at this 
time opposed to any amendment of this 
section or any official ruling which has 
changed or might change the obvious 
meaning of the section, and be it further 

Resolved: That this resolution be sent 
to all the member associations belong- 
ing to the New York State Life Under- 
writers Association, requesting them to 
give this resolution their endorsement, 
and be it further 

Resolved: That the member associa- 
tions, after approving this resolution, 
send it to the following as an expres- 
sion of their opinion: The New York 
State Life Underwriters Association, 
the governor of New York, the super- 
intendent of insurance of New York, the 
chairman of the insurance committees of 
the Senate and Assembly of the state 
of New York, all life insurance com- 
panies admitted to do business in this 
state. 

* * * 

This resolution was adopted by the 
following member associations: New 
York City Association, Oct. 13, 1925: 
Rochester, Oct. 27, 1925; Buffalo, Oct. 
29, 1925; Utica, Nov. 6, 1925: Water- 
town, Nov. 7, 1925; Syracuse, Nov. 16, 
1925; Albany, Nov. 30, 1925: Pough- 
keepsie, Dec. 22, 1925; Jamestown, Dec. 
29, 1927; Elmira, Jan. 17, 1928; Bing- 
hamton, Jan. 31, 1928. 

At a meeting of the general commit- 
tee of the state association, called to 
consider the proposed legislation and in 
conformity with the aforementioned 
adopted resolution of 1925, thev gave the 
proposed legislation very careful consid- 
eration and adopted the following reso- 
lution. which action was confirmed by 
the state association at its meeting held 
last evening, April 11, 1928: 

2 * ad 

Whereas: It is proposed to amend 
those sections of the Armstrong law 
governing the valuation of policies and 
expenses incurred by life insurance com- 
panies, and 

Whereas: The American Experience 
Table of Mortality has proven safe and 
adequate over a long period of time and 
even under abnormal conditions, and is 


suitable for the calculation of premiums | 


as a standard of valuation and for the 





determination of non-forfeiture 
visions, and 

Whereas: The American Men Ulti- 
mate Table has not stood the test of 
actual use and is not advocated as a 
legal standard by many prominent in- 
surance men, and will serve as a stand- 
ard of premiums and valuation only and 
will, according to the proposed amend- 
ment, still require the use of the Ameri- 
can Experience Table to determine 
non-forfeiture provisions, thereby neces- 
sitating two standards, and 

Whereas: It is believed that the 
adoption of the American Men Table, 
even as a permissive standard, will re- 
solve itself eventually into a rate-cutting 
competition, and the consequent lower- 
ing of the factor of safety which exists 
at the present time, with the possible 
resulting demoralization of the business, 
and 


pro- 


* * * 

Whereas: Over a period of 21 years 
methods of obtaining business and 
standards of compensation have been 
created which are operating satisfac- 
torily; the companies having entered 
into agency contracts which conform to 
these standards, which have proven eco- 
nomical to the policyholders and have 
resulted in a marked development of the 
business, and 

Whereas: The present limitation of 
expenses, both first year and renewal, 
is based upon a definite principle, viz., 
that such expenses shall not exceed the 
loadings together with the assumed 
mortality savings, and has the added 
weight of legal construction and depart- 
mental rulings, and 

Whereas: The proposed amendment 
alters the principle laid down in the 
Armstrong law and will compel many, 
if not all, companies to revise their con- 
tracts with their agents, thereby causing 


disturbance and demoralization of the 
business, and 
Whereas: It is proposed to reduce 


the collection fee after the 15th year 
from 3 percent to 2 percent, and 
Whereas: There is no indication that 
the Armstrong law is failing to function 
in the manner anticipated and to the 
best interests of the business, and 
Whereas: It is not apparent to us 
that there has been extravagance in the 
conduct of the business, therefore be it 
Resolved: That the Life Underwriters 
Association of the State of New York 
oppose the proposed changes in Sections 
84, 85, 88, 96 and 97 of the insurance 
law, and that a copy of this resolution 
be transmitted to the superintendent of 
insurance, and that this association be 
represented at the hearing on _ this 
amendment to be held at the insurance 
department in Albany, April 12, 1928, 
and at any subsequent hearings thereon. 


ARGUMENT 


It is not proposed to enter into any 
technical discussion of the merits of the 
American Men Table. Suffice it to say 
that many of the leading actuaries are 
not in favor of it, and that a full dis- 
cussion will be found in the published 
transactions of the Actuarial Society of 
America. 

In presenting this table for discussion 
before the Actuarial Society Arthur 
Hunter of the New York Life said in 
part: “Whether such a margin (refer- 
ring to the American Men Table) is 
adequate or not, is less a matter of 
actuarial calculations, than of business 
judgment.” 

* * 7 

The following quotations are from 
the published transactions of the so- 
ciety: 

E. FE. Rhodes of the Mutual Benefit: 
“As Mr. Hunter says, the adoption of 
the new table (the American Men Ta- 
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GETS INTERMOUNTAIN 


ble) would require a change of limita- 
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Salt Lake City Company Will Be 
Taken Over in a Short 
Time 


CARTER GIVES 


REASONS 


Purchasing Company Will Have $40,- 
000,000 More Life Insurance in 
Force on Its Books 


SALT LAKE CITY, UTAH, April 
19.—The Intermountain Life, organized 
several years ago by its president, J. © 
Carter, has been absorbed by the Cali- 
fornia State Life of Sacramento. The 
price is given as approximately $800,000. 
Stockholders of the Utah company will 
receive $64 a share. The merger gives 
the California company additional assets 
of approximately $3,000,000 and in- 
creases its insurance in force by nearly 
$40,000,000. 

WHll Open a Branch 


A branch office of the California com- 
pany will be opened here probably in 
quarters now occupied by the Inter- 
mountain. President Carter will not be 
in an executive position with the pur- 
chasing company, but will serve in an 
advisory capacity. Other officers of the 
Intermountain, however, will continue 
with the consolidated companies here 
and at the head office in California. 
Five Intermountain directors will serve 
the California State in the same capacity. 

President Carter in giving the reason 
for consolidation said it was in line with 
the general trend of financial institu- 
tions to reduce overhead by merging. 
He said whilst his company had en- 
joyed rapid growth, he believed expan- 
sion would be greater and the policy- 
holders better served by the transac- 
tion. 

Final consummation of contract to 
purchase waits upon stockholders’ meet- 
ing of the Intermountain Life and com- 
pletion of other legal phases. These 
will be effected likely within a 30-day 
period. The absorbtion of the Utah 
company gives the California State 
Life approximately $100,000,000 insur- 
ance in force with admitted assets of 
$15,000,000 and exands the operating 
territory of the acquiring company to 
include California, Oregon, Nevada, 
Utah, Arizona, Oklahoma, Texas, Idaho 
and Wyoming. The Intermountain 
Life in 1927 produced over $4,000,000 
paid for. Approximately 80 percent of 
its $22,000,000 insurance is in Utah and 
Arizona. The California State Life 
will maintain strong branch office in 
Salt Lake City which shortly will be 
in charge of A. H. Hakenson, at pres- 
ent agency supervisor of Intermountain 
Life. The directorate of the California 
State Life will be increased by addition 
of J. O. Carter, Joshua Greenwood, 
Richard R. Lyman, Wallace Brans- 
ford, W. W. Ray and one other yet to 


be named of the Intermountain group. 





tion with regard to first year’s expenses 
now found in section 97 of the New 
York insurance law. This appears to be 
true whether the companies retain the 
present percentage of loading or retain 
the present rates. Am I wrong in say- 
ing that that law, once almost univer- 
sally. derided, is now equally regarded 
as of decided value to the business? If 
the adoption of the new table means 
the elimination of section 97, I have ad- 
ditional grounds for my objection. In 
any event, I want to know what change 
is to be made, and in my opinion such 
a change, insofar as practical, should be 
determined upon before the table is 
(CONTINUED ON PAGE 10) 
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HALL SAYS ‘“‘SHAME 
ON LIFE INSURANCE” 


Penn Mutual General Agent Criti- 
cizes Life Men for Not Adver- 
tising Monthly Income 





LAUDS TRUST COMPANIES 





Speaker Says, However, That Trust 
Method of Handling Policy Returns 
Has Been Over-Emphasized 


NEW YORK, April 19.—Present-day 
development of the life insurance trust 
to almost complete negligence of the 
monthly income plan offered in the reg- 
ular life policy was sharply criticized in 
a talk before the New York Association 
of Life Underwriters Tuesday evening 
by J. Elliott Hall, New York general 
agent of the Penn Mutual Life and one 
of the outstanding authorities on the 
monthly income plan. Mr. Hall prefaced 
his remarks with words of high com- 
mendation of the service rendered by 
trust companies, but pointed out that its 
importance has been over-emphasized 
and the functions of the life policy have 
been insufficiently developed. 


Mr. Hall paid his respects to the 
banks and trust companies. He said 
that they are institutions which have 


done more in the past five or six years 
to advertise life insurance than have the 
companies themselves in the entire his- 
tory of the business. They have adver- 
tised what is even greater than life 
insurance itself—the wisdom of paying 
proceeds of estates in the form of in- 
come rather than in one sum. He said 
he had no axe to grind with the trust 
companies, to the contrary having ad- 
vised his policyholders who have prop- 
erty other than life insurance that they 
trustee all their property. It is the 
duty of every life agent to advocate this 
broad service and do all possible to see 
that it is utilized. The fear was ex- 
pressed, however, that because of the 
great advertising ‘of this service, the life 
underwriters and perhaps the public will 
misunderstand what it is all about. 


Criticizes 


Mr. Hall was strenuous in his criti- 
cism of the companies, general agents 
and agents who have neglected their 
own service and rushed to the stand- 
ards of the bankers. He said he has 
found on all sides talk of the life in- 
surance trust and no single mention of 
the monthly income plan. At all asso- 
ciation and agency meetings the talks 
have been on the life insurance trust and 
not the monthly income. All advertis- 
ing has followed the same program and, 
though he has searched the pages of 
trade journals, .public press and com- 
pany publications, he has been able to 
find but two advertisements of the 
monthly income plan, compared with an 
abundance of publicity on the life insur- 
ance trust. At all of the sales con- 
gresses this same situation is found, 
speakers, exhibits and conferences being 
devoted to the life insurance trust, with 
no mention of the service available 
within the contract which the life agents 
are selling. 


“Shame on Life Insurance!” 


Companies Strenuously 


“Hats off to the bankers, and shame 
on life insurance,” was Mr. Hall’s 
answer to this situation. He said he 
does not blame the banks for their activ- 
ities, but rather commends them for 
the aggressive and farseeing campaign 
which they have waged. Those to be 
criticized are the companies, general 
agents and agents. They have not 
done their duty, which is to call public 
(CONTINUED ON PAGE 29) 

















MARCH LIFE. INSURANCE PRODUCTION | 
3.4 PERCENT MORE THAN MARCH, 


1927 | 











3.4 percent greater in March of 
this year than in the same month 
last year. This is indicated by a report 
forwarded by the Association of Life In- 
surance Presidents to the United States 
Department of Commerce for official 
use. The compilation aggregates the 
new business records, exclusive of re- 
vivals, increases and dividend additions, 
of 44 member companies, which have 
82 percent of the total volume of life 
insurance outstanding in all United 
States legal reserve companies. 
The total new business of all classes 


Not life insurance production was 





was $1,122,364,000 as against $1,085,483,- 
600 during March of 1927, a gain of 3.4 
percent. New ordinary insurance 
amounted to $790,827,000 as against 
$740,725,000, a gain of 6.8 percent. In- 
dustrial amounted to $273,551,000 as 
against $241,701,000, a gain of 13.2 per- 
cent. Group was $57,986,000 as against 
$103,057,000, a decrease of 43.7 percent. 

The new paid-for business for each of 
the first three months of 1926, 1927 and 
1928, as well as increases in 1927 over 
1926 and in 1928 over 1927 are shown 
in the following table for the three main 
divisions: 


New Paid-for Life Insurance—44 United States Companies 












































(Exclusive of Revivals, Increases and Dividend Additions) 
ORDINARY 
1927 1928 
over over 
Month 1926 1927 1928 1926 1927 
January ...... $ 560,289,000 $ 576,642,000 $ 575,127,000 2.9% —.3% 
February ..... 597,429,000 625,988,000 651,037,000 4.8% 4.0% 
BEROGR cccovcces 724,454,000 740,725,000 790,827,000 2.2% 6.8% 
$1,882,172,000 $1,943,355,000 $2,016,991,000 3.3% 3.8% 
INDUSTRIAL 
January ....... $ 227,158,000 $ 185,292,000 $ 236,303,000 —18.4% 27.5% 
February ...... 174,782,000 207,217,000 221,948,000 18.6% 7.1% 
MEMBER ccccesce 230,203,000 241,701,000 273,551,000 5.0% 13.2% 
§$ 632,143,000 $ 634,210,000 §$ 731,802,000 3% 15.4% 
GROUP 
Sy eee $ ..56,280,000 A 94,445,000 x 46,841,000 67.8% —50.4% 
February ...... 83,088,000 46,119,000 91,505,000 —44.5% $ 8.4% 
ee 72,368,000 103,057,000 57,986,000 2.4% —43.7% 
$ 211,736,000  $ 243,621,000  $ 196,332,000 15.1%  —19.4% 
‘ TOTAL 
Ce $ 843,727,000 $ 856,379,000 $ 858,271,000 1.5% 2% 
February ...... 855,299,000 879,324,000 964,490,000 2.8% 9.7% 
BOGE conctocnee 1,027,025,000 1,085,483,000 1,122,364,000 5.7% 3.4% 
$2,726,051,000 $2,821,186,000 $2,945,125,000 3.5% 4.4% 








ARGUE CONSTITUTIONALITY 
OF LIFE INSURANCE TAX 





WASHINGTON, D. C., April 19.— 
The constitutionality of Paragraph (2) 
of Section 245 (A) of the Revenue Act 
of 1921, providing the method of de- 
termining the taxable income of insur- 
ance companies, was argued before the 
United States Supreme Court by coun- 
sel for the National Life of Vt., which 
is seeking recovery of $92,495 collected 
as taxes on 1921 income. The suit in- 
volves the constitutionality of the pro- 
vision under which interest received by 
life companies from tax-exempt bonds 
is deducted from gross income and then 
the total of other deductions which 
would be received for the four percent 
of reserve funds is reduced by that 
amount. 

Counsel for the company contended 
that the tax so computed is in fact a tax 
upon constitutionally exempt securities. 
Although the statute, in words, allows 
exemption of tax exempt securities, the 
court was told, the ownership of the 
tax exempted bonds is penalized by mak- 
ing that a basis for tax rates. While 
Congress might have given no deduc- 
tions to insurance companies it cannot 
make the ownership of tax exempt se- 
curities a basis for laying an unfavor- 
abie tax, it was claimed. 

Counsel for the government argued 
that the tax is not laid upon any part of 
the income from tax exempt securities. 
Wiiatever may be the income from tax 
exempt bonds the amount is deductible 
in determining the taxable income, it 
was pointed out, and it should not be 
objected that Congress also exempts 
from taxation other kinds of bonds up 
to « percent of the legal reserve. The 
in:munity of one class of securities from 
taxation, it was asserted, does not im- 
pose upon Congress an obligation to tax 
all other forms of investment. 


Has $785,000,000 in Force 


The Missouri State Life announced 
that on April 1 it had $785,156,973 in- 
surance in force, making it the 18th com- 
pany in point of amount of-outstanding 
insurance, 





MONTHLY PREMIUM PLAN 
GROWING IN POPUPLARITY 


ST. LOUIS, April 19—In anounc- 
ing a 50 per cent increase in paid-for in- 
surance the first quarter of this year, 
W. F. Grantges, first vice-president and 
general manager of the International 
Life, commented on the growing popu- 
larity of the monthly payment plan for 
buying life insurance. 

“The general tendency of the Ameri- 
can people in the present age is make 
almost every purchase of a major nature 
on the monthly payment plan,” Mr. 
Grantges said. 

“Our field representatives have found 
that if a prospect learns he has the op- 
portunity of paying his premiums each 
month instead of quarterly, semi-an- 
nually, or annually, he is more apt to 
close a deal for the purchase of life in- 
surance. The prospect feels that the 
burden on him is much lighter under 
the monthly plan. 

“We have also found that a great ma- 
jority of family finances are based on 
he budget system, and it is no great 
ardship to include an item of insur- 
ance with the other necessities on the 
budget list. 

“While the work of collecting prem- 
iums under the monthly payment sys- 
tem entails more work for the collectors 
and home office employes it has opened 
an avenue for study that is attracting 
unusual interest among executives of 
life insurance companies.” 





Cunneen in New Post 


Terrence F. Cunneen, whose appoint- 
ment as manager of the insurance de- 
partment of the United States Chamber 
of Commerce was recently announced, 
formally resigned as third deputy super- 
intendent of the New York insurance 
department on April 16, leaving for 
Washington to assume his new duties 
the following day. Those who have at- 
tended hearings conducted by Mr. Cun- 
neen speak in the very highest terms of 
the ability in such connection, and pre- 
dict that he will prove equally success- 
ful in administering the affairs of his 
present important office. 
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‘AMERICANS AHEAD 
IN MEETING DEMAND 











Winslow Russell Declares That 
Family Obligations Are Prac- 
tically Fulfilled 


SHOULD CONSERVE FUNDS 





Insurance Benefits Need to Be Subject 
to Secure Painstaking and Re- 
sponsible Management 





NORFOLK, VA., April 19.—Ameri- 
cans are as far ahead of any nation in 
history in their practical fulfillment oi 
family obligations as they are in their 
standards of living, today asserted 
Winslow Russell, vice-president of the 
Phoenix Mutual Life, addressing a pub- 
lic round table on the life insurance 
trust, sponsored jointly by the Norfolk 
National Bank of Commerce & Trust 
Co. and the Norfolk Life Underwriters 
Association. In support of his claim, Mr. 
Russell cited the fact that more families 
now own their own homes than rent 
them, that the volume of savings bank 
deposits never has been so high, nor 
the investments in building and loan 
associations and other types of securities 

Most Far Reaching Asset 


“The records show that there are 16; 
000,000 holders of securities in_ the 
United States and that the number con- 
stantly grows. We know that the year- 
end payments of dividends and interest 
last year ran well beyond a billion dol- 
lars. Yet only recently have the banks 
and life companies together awakened 
to the fact that life insurance holdings 
represent the most far-reaching and im- 
portant asset of all, with 63,000,000 pol- 
icyholders and more than eighty billion 
dollars of insurance in force. Life insur- 
ance investments, up to the time of their 
payment to beneficiaries, receive a de- 
gree of skilled and experienced manage- 
ment that is proverbial; but when the 
mature as claims in the beneficiaries 
hands, all too often they become a schodl 
for the scandalous mismanagement 
funds,” the speaker asserts. 


Funds Should Be Conserved 


Continuing, he pointed out that @ 
the billion or more that will be naid th 
year on matured policies, fully half wi 
be paid in lump sums and that probably 
not a tenth of that half will fall to th 
hands of any person who knows hor 
to increase or even to conserve capitd 
from loss. The correction of this cont: 
tion he declared to be the gravest dut) 
and the greatest responsibility facing 
American finance today. 

“It is a healthy sign of banking s* 
gacity that the funds of the relative! 
small owner of capital now can get tht 
same skilled and responsible guidant 
which long has been enriching vet! 
wealthy estates. The level of America! 
prosperity and security will be raise 
many degrees when liquidated insurant 
policies receive as much expert +> as 
when the funds were still in the hanés 
of the companies. Everyone has set! 
substantial insurance estates sacked a" 
dissipated by inexpert handling; ever! 
one has realized that these estates we 
the fruits of self-denial and, has regretté 
their loss. But few persons, even no 
realize what amazingly efficient admi! 
istration makes insurance estates P* 
sible. 


Figures Are Impressive 


“In January of this year,” said M 
Russell, “our own company’s statemet 
showed that during the 77 years of " 
existence $23,000,000 in excess of Pr 
mium deposits had actually either bee’ 

(CONTINUED ON PAGE 29) 
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LIFE INSURANCE EDITION 





WHAT BENEFICIARIES THINK 
OF EQUITABLE LIFE INCOME 
SETTLEMENTS 





“Just one year ago Christmas morning I stood on the street and watched a building 
burn that was one of the principal sources of our income and I thought very gratefully 
of the husband and father who had provided a separate Life Insurance Income that such 
calamities could not affect. 


“I only wish I could tell every father of small children how very uncertain life is and 
how absolutely necessary it is to provide some income that comes regularly without 
effort on the mother’s part. Her mind, of necessity, is occupied with small cares which 
certainly unfit her to cope with the business world. 


“This income certainly does come with unfailing regularity. In fact, when I go to 
the calendar for any purpose and glance at the 6th, it means Equitable to me.” 





“I am more than glad to write and tell you about the wonderful help this Income In- 
surance has been to me. At the age of 30 years, I was left with two small children and 
a home with a mortgage. During the last illness of my husband he explained to me the 
income plan. Of course I felt hurt to think he thought I couldn’t hold on to the lump 
sum, but as he said, ‘widows lose everything through their best friends, who are so will- 
ing to borrow or invest your money.’ I can truthfully say I wouldn’t have a cent if it 
weren’t for this wonderful income plan. Each month without fail my check comes. 
Never late, never misses. My family are grown up and I have had this income for 15 
years regularly.” 





“What a wonderful help and comfort your monthly check has been to me all 
these years! I am not a business woman, and to have to invest money, buy stocks and 
ask the advice of my lawyer and friends, would be a terrible trial to me. I am so thank- 
ful to be spared all this. 


“The first day of the month my income check is at the door, the first mail. I appre- 
ciate it more and more, as the time passes. The absolutely unfailing regularity, and the 
realization that it will never fail, as long as I shall live, seems too good to be true. 


“It is not only the financial aid, but it is a monthly reminder of my husband’s 
thoughtfulness and kindness, and it has become a wonderful blessing to me.” 


THE EQUITABLE LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 


393 Seventh Avenue New York 


W.A. DAY, Chairman of the Board 
THOMAS I. PARKINSON, President 
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SHOULD LIFE INSURANCE 
COMPANIES ADVERTISE? 


NILES GIVES NEGATIVE SIDE 
Address by Research Bureau Official 
Starts Lively Discussion in 
Hartford “Ad” Club 


HARTFORD, April 19—Considerable 
discussion was aroused at last week’s 
meeting of the Hartford Advertising 
Club on April 10th when Henry B. 
Niles, assistant Manager of the Life In- 
surance Research Bureau, talked on 
“Why Life Insurance Companies Should 
Not Advertise.” 

The talk was presented not in any 
antagonistic fashion, but simply in the 
presentation of the negative side of the 
subject based on the facts accumulated 
in the research work conducted by the 
bureau. 

Immediately following the talk, how- 
ever, the speaker was assailed by the 
many insurance advertising men present, 
as well as agents, brokers and others 
who endeavored to show that the facts 
presented were but “a house of straw.” 


Stress Need for Agency Training 


The speaker stressed the better need 
for agency training, stating that the 
average income for life insurance agents 
$1,300 a year, and that the busi- 
ness should eliminate the $1,300 a year 
man and bring into play a higher type 
of solicitor, He argued that for life 
insurance companies to advertise and 
arouse some desire on the part of pur- 
chasers and then to have this desire 
met by $1,300 a year men is poor busi- 
ness 

The insurance advertisers present re- 
taliated by stating that they knew of no 
better way to “clean house” and rid 
the business of $1,300 a year men than 
by advertising, so that the prospect and 
insurance buyer would not tolerate un- 
informed agents but due to the inter- 
est aroused in the subject insist upon 
a real insurance counsellor. 


1s 


Financial Set-up Explained 

Mr. Niles very clearly explained the 
financial set-up of a life insurance com- 
pany, showing the acquisition cost of 
new business and the losses sustained by 
high lapse ratios, also stressing the state 
supervision, tax requirements and the 
danger of legislators attacking vast ex- 
penditures by insurance companies in 
advertising. The speaker was then 
asked by several whether anyone could 
consider the constructive advertising of 
the Metropolitan Life as being suscep- 
tible to any legislative attack. 


Prophecy Made as to Future 


The discussion, which was of a 
friendly nature, was summed up in the 
declaration of one member, not an in- 
surance man, who prophesied that it 
would require one whole decade before 
life insurance companies would advertise 
extensively. Said this speaker;—The 
presidents of the life insurance com- 
panies at the present time are financial 
men who have had to devote their time 
to the financing of their companies 
rather than to salesmanship and adver- 
tising. And yet our life insurance 
presidents buy their securities only when 
based on proper advertisement. As the 
next generation takes their place in in- 
surance business they will favor adver- 
tising because their whole lives will be 
influenced by the power. It is only logi- 
cal that young men who have selected 
their colleges and all of their purchases 
by advertising will, when they gain 
proper authority in the insurance world, 
respect the value of advertising con- 
structively applied, realizing that it will 
in turn demand a better type of sales- 
man to provide the demands _ so 





aroused.” 


JOHNSON & HIGGINS TO 
WRITE LIFE IN CHICAGO 


EDWARD DOOLING IS MANAGER 


Agency Firm Will Begin Operations in 
Life Department Soon—Gerald 
Eubank to Direct 


NEW YORK, April 19.—Announce- 
ment of the opening of a life department 
has been made by William FE. Hall, 
president of the Johnson & Higgins 
Company of Chicago, Edward H. Dool- 
ing to be manager of the new depart- 
ment, which will open May 1. In ad- 
dition to the direct work of Mr. Dooling, 
Gerald Eubank of New York, general 
manager of the Johnson & Higgins life 
department, will spend considerable time 
in Chicago and aid in the development 
work from New York. 

Mr. Dooling is one of the numerous 
products of the Hart & Eubank agency 
who have achieved important places in 
the life insurance field. He has been 
with Mr. Eubank for nearly four years 
and, in fact, was persuaded to enter the 
ordinary field by Mr. Eubank. 

Was 


Industrial Agent 


Before the war, Mr. Dooling was en- 
gaged in other lines of business and on 
returning to civilian life, after service 
in the marine corps, he started in life 


insurance in the industrial field with 
the Prudential. Attracted to the sales 
ability of this industrial agent, Mr. 


Eubank suggested that he could profit 
by turning to the ordinary field. 

Shortly thereafter Mr. Dooling went 
with the Hart & Eubank general agency 
of the A®tna Life in New York. There 
he rapidly developed, first making an 
excellent record in personal production 
and then being promoted to supervisory 
and agency development work. When 
the Hart & Eubank agency broke up 
last year, Mr. Dooling went with Mr. 
Eubank and this year, on the opening 
of the life department of Johnson & 
Higgins, he joined that organization as 
as assistant to Mr. Eubank. doing out- 
side development work. He is thus 
familiar with all phases of agency work 
and particularly that of the Johnson & 
Higgins organization. 


Will Develop Organization 


Mr. Dooling will devote his time at 
the outset to building the Chicago or- 
ganization from within and developing 
the life insurance business of those in 
the Johnson & Higgins organization. 
Mr. Eubank will himself cooperate in 
the development of the Chicago office, 
second in importance only to New 
York, and will spend about a week each 
month with Mr. Dooling. As _ vice- 
president Frank H. Davis is directing 
the Chicago organization of the Equit- 
able Life, for which Johnson & Higgins 
has a general agency, Mr. Eubank will 
have supervisory charge of the Chicago 
office, both from New York and on the 
ground. The appointment of Mr. Dool- 
ling is again in line with the policy of 
developing men within the organization 
to assume the important posts opened 
by expansion, 


Guardian Life’s Record 


The paid-for business production in 
March was the greatest ever experi- 
enced for that month in the history 
of the Guardian Life. A gain of 13.5 
percent over March 1927 was recorded. 
For the first quartet of 1928 the 
Guardian Life has 4 percent increase 
over that period last year. 

The gain made by the agencies was 
general in its scope. St. Louis, Brook- 
Ivn and Minneapolis agencies reported 
the greatest volume for any month in 
their history. Sioux Falls and San 
Francisco experienced the biggest month 
in years. Every section of the country 
was represented among the agencies 
showing gains for the first quarter of 
1928. 


MICHIGAN LIFE GETS 
OFF TO GOOD START 


NEW COMPANY GOING STRONG 


In Business One Month, It Now Has 
42 Agents in Michigan—Appoints 
Detroit General Agent 


DETROIT, April 19.—Although the 
Michigan Life began business less than 
one month ago, it has 42 agents operat- 
ing in Michigan. The latest appoint- 
ment to be announced by Vice-President 
L. T. Hands, who is acting as super- 
intendent of agents, is that of Joseph 
Zuckerman as general agent in Detroit. 
Mr. Zuckerman has been operating a 
general insurance agency in this city 
for the past six years. 

The company has been issuing the reg- 
ular forms of ordinary life and endow- 
ments from the beginning and is add- 
ing to its line of policies as rapidly as 
they can be prepared. The company 
placed juvenile policies on the market 
last week. 

An accident and 
is to be established. 
this department will concentrate on 
commercial business. Accident and 
health insurance will be written by the 
Michigan Life independently of life in- 
surance policies. The company will not 
require the carrying of life insurance 
in order to qualify for disability insur- 
ance contracts. An announcement as 
to the head of the accident and health 
department for the Michigan Life may 
be expected before long. 

The Michigan Life has a very favor- 
able standing in Michigan, as the men 
who are managing it have a high stand- 
ing in the community and also have the 
confidence of Michigan business men. 
Ex-Governor Groesbeck is president and 
L. T. Hands, former insurance commis- 
sioner, is vice-president. By reason of 
its name and connections, the Michigan 
Life already occupies a special place of 
good will in its home state. 


health department 
It is expected that 


Osborne Bethea Joins Pilot Life 


Expansion of the Charlotte, N. C., 
office has just been announced by the 
Pilot Life, of Greensboro, through the 


appointment of Osborne Bethea as 
manager of the Charlotte branch of- 
fice. Mr. Bethea enters the Charlotte 


insurance field for the Pilot having five 
years’ experience with the Aetna Life 
in Baltimore and Atlanta, and also 
having recently completed three months 
at the New York University, where he 
took a special life insurance training 
course. C. E. Hurst, for some time 
representing the Pilot in Charlotte un- 
der the general agency plan, has ac- 
cepted the appointment as home office 
representative in the Charlotte branch, 
and will continue actively in the de- 
velopment of the Charlotte territory as 
an associate with Mr. Bethea. 


Northwestern Mutual’s Increase 


The quarterly report of the North- 
western Mutual Life showed that new 
paid-for business the first three months 
ot 1928 amounted to $95,062,379, an in 
crease of more than $2,600,000 over the 
first quarter of 1927. Total insurance 
in force as of March 31, 1928, amounted 
to $3,557,681,765, represented by 971,- 
191 policies. Gross assets of the com- 
pany on that date amounted to $796,- 
061,893, exceeding by $51,732,705 the to- 
tal for the same date in 1927. 


Pearson in New Post 


Rush H. Pearson has been appointed 
assistant field superintendent for the 
American Central Life. Mr. Pearson’s 
promotion follows an unusually success- 
ful term as an agent for the company 
in the Alabama field. In his new con- 
nection he is responsible to the home 
office and is entrusted with a large por- 
tion of the company’s work of agency 
organization and agency development. 











UNION TRUST COMPANY 
WON’T WRITE INSURANCE 


ANNOUNCEMENT BY REYNOLDs 


Vice-President of Detroit Company De. 
fines Its Position at Breakfast for 
Women Life Underwriters 


DETROIT, April 19.—The newly-or- 
ganized women’s division of the Union 
Trust Company business extension de- 
partment had as its guests the women 
life underwriters of Detroit at a spring 
breakfast meeting, which was attended 
by more than 60 women. 

John A. Reynolds, vice-president oj 
the Union Trust Company and head oi 
the business extension department, was 
the principal speaker. He took this oc- 
casion to announce definitely that “the 
Union Trust Company is not now in the 
life insurance business, nor does it con- 


template any such action.” In_ that 
connection he said: __ 
“Much has been said and more has 


been written recently about the entry oi 
banks and trust companies into the field 
of life insurance. In some parts of the 
country insurance is being sold bv finan- 
cial institutions as a part of their serv- 
ices to the public. In many localities 
officials of banks are licensed to sell in- 
surance and frequently we find clerks 
who are either pluggers or part-time life 
insurance men. 
Agency System Not to Be Supplanted 


“To my mind, the importance of this 
problem for the life insurance man has 
not been over-emphasized. I can see no 
reason why banks and trust companies 
should feel they are better fitted to give 
expert counsel on the business of insur- 
ance than the underwriters who have 
developed its selling to a point where 
it has become a profession. 

“The life underwriting agency system 
is an integral part of the life insurance 
business. It should not be supplanted or 
jeopardized by experimentations which 
border upon innovations. I can say to 
you quite frankly that the Union Tew 
Company of Detroit is not now in ti 
life insurance business, nor do we cot 
template any such action. We have - 
anticipation of ever intruding upon the 
field of those fine men and women , 
this city who have worked with us " 
the creation and building of estates, ané 
we are quite frank to admit that we Hh 
precedence to their counsel where he 
purchase of life insurance 1s a proble 
to be solved.” 





Clarence U. Webster Dies 


Clarence U. Webster, cashier at th 
home office of the Equitable Life s 
New York and with that company ! 
over 40 years, died last week following 
a lingering illness that resulted a 
a stroke a few months ago. Mr. Web- 
ster was cashier at Washington am 
Baltimore for five years, a_ traveling 
auditor for 12 years and cashier at the 
home office for the past 20 years. *\ 
the home office he way at the head he 
the department which {s the main po!” 
of contact between the company 4 
its policyholders and agents, handling 
both receipts and disbursements. 





R. E. Judd Office to Move 


Robert E. Judd, Chicago manager ' 
the Phoenix Mutual Life, announces 
that he has taken new and larger que" 
ters at 1900-11 Midland Building, ol 
W. Adams street, into which his age" 
will move from its present quarters ™ 
the Roanoke building. The new office’ 
will be modern in all respects and W" 
provide each member of the agen 
staff with more commodious quarte™ 
A large and complete medical room has 
been provided for, and provision #. 
has been made for the projection © 
motion pictures to be used in agen! 
building and educational work. 
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REPORT IS ISSUED ON 
CONNECTICUT MUTUAL 


COMMENDS COMPANY HIGHLY 


Connecticut Department Gives Out Re- 
sults of Examination Covering 
Four-Year Period 


Substantial gains in all respects for 
the four-year period covered by the re- 
cent examination of the Connecticut 
Mutual Life are shown in the report of 
examination just released by Commis- 
sioner Dunham of Connecticut. 

The examination covers the period 
from Jan. 1, 1923, to Dec. 31, 1926. In 
this period insurance in force increased 
from $447,300,037 to $673,851,781. The 
premium income increased from $15,- 
034,076 in 1923 to $21,090,728 in 1926. 
The surplus increased $1,541,708 and the 
contingency reserve $2,307,610, making 
a total gain of $3,849,318. 

The dividend policy of the company is 
discussed at some length. Since the last 
the company has made 
three increases in its dividend scale, ef- 
fective for dividends payable in 1923, 
1924 and 1926. The report states that 
the company has consistently endeav- 
ored to return to its policyholders as 
nearly as practicable the gains from 
those sources of earnings upon which a 
dividend scale may properly be based. 

In conclusion, the examiners state: 
“This examination has shown the Con- 
necticut Mutual Life to be in sound 
financial condition. The assets are amply 
secured and conform to statutory re- 
quirements, the liabilities are set up on 
a very conservative basis, the manage- 
ment is competent and efficient and 
there is ample evidence that the policy- 
holders are treated most fairly.” 


NEW EDUCATIONAL COURSE 


Reliance Life Is Now Distributing 
Material of a Very Valuable Nature 
to Its Agents 


Agents of the Reliance Life of Pitts- 
burgh are gaining more knowledge 
about their business each week through 
a new educational course, recently pre- 
nared especially for the company. which 
is being distributed to the field force. 
One lesson is mailed each week from 
the home office to each member of the 
sales organization who wishes it. Com- 
ments from the agents are proof that 
this course is answering questions, 
‘stimulating thought, clarifying sales 
methods and inspiring greater produc- 
tion. There are eight lessons in the 
first section of the course. They pav 
Particular attention to the salesman’s 
viewpoint of life insurance, prospects 
and the best form of insurance for each. 
a many phases of the interview from 
‘he approach to the close and settle- 
ment. and the financial problems of the 
agent’s business. The second section 
's being prepared. The course is being 
Put out in a convenient, pocket size 
with a binder into which each lesson 
tan be placed through a loose-leaf clasp 
arrangement. 





Shows Gain for First Quarter 
\ 


a 7 percent increase in production for 
, © Srst quarter of the year is renorted 
- the Bankers’ Life of Nebraska, as 
“mpared with the same period for 1927. 
the i Manager Olson says further that 
itn of the auarter showed a 
hoth improvement over the first half, 
Me wn volume and in class of busi- 
the bse _ More than 25 percent of 
waleen, business has come from. the 
— of the first two training 
ond — a number of the older 
behi seasoned producers have fallen 
ind their quota. 


HOUSE HAS LIBERALIZED 
GOVERNMENT INSURANCE 


RESTRICTIONS ARE REMOVED 
Consider Advice of Life Company Offi- 
cials Heard by Representative 


Perkins’ Subcommittee. 


WASHINGTON, D. C., April 19,— 


The House of Representatives has 
adopted legislation recommended by 
the House committee on world war 


veterans, removing limitations now ap- 
plying to the issuance of government in- 
surance to ex-service men. The pro- 
visions of the bill were framed by a sub- 
committee of which Representative 
Perkins of New Jersey was chairman, 
and were the subject some weeks ago 
of hearings for which officials of a num- 
ber of important insurance companies 
came to Washington to advise the mem- 
bers in the matter of liberalizating gov- 
ernment policies. 
Five Changes Recommended 


Five important changes in the Vet- 
erans’ Insurance Act are recommended 
by the subcommittee, the first of which 
would open the door for government 
insurance for all ex-service men who 
are insurable risks. It is also provided 
that any person who has heretofore been 
entitled to apply for yearly renewal term 
insurance or government life converted 
insurance or who is an insurable risk, 
shall be entitled to apply for life con- 
verted insurance under such regulations 
as the Director of the Veterans’ Bureau 
may prescribe. 


Liberalizes Beneficiary Designation 


Another recommendation takes off all 
restrictions as to beneficiaries and per- 
mits the insured to designate any 
beneficiary he may desire. Under the 
present law, only dependents or pos- 
sible dependents of the insured can be- 
come beneficiaries. Another feature is 
the defining of permanent total dis- 
ability so that after the rating of 
temporary total disability continues for 
a year, the veteran would be rated per- 
manently disabled. The fifth provision 
provides for a uniform federal statute 
of limitations affecting the veterans. At 
the present time the law of the place 
of residence of the veteran is being 
supplied, running in some states four 
years, some five, some six and even in 
some states 20 years. The recommenda- 
tion of the subcommittee is to make a 
uniform statute limitation of six years, 
giving all veterans one year within 
which to bring action, notwithstanding 
that six years may already have expired. 


INCREASES CAPITAL STOCK 
Life Insurance Company of Virginia 
Also Pays Large Dividend to 
Stockholders 





The Life Insurance Company of Vir- 
ginia has declared a_ stock dividend 
of 663% percent, increasing its capi- 
tal from $3,000,000 to $5,000,000. This 
dividend, it was announced by execu- 
tives of the company, will carry a sub- 
stantial portion of existing surplus to 
the permanent capital account. It is 
one of the largest increases of capital 
stock in Richmond’s financial history. 
It is now planned to amend the com- 
pany’s charter to provide a maximum 
authorized capital stock of $10,000,000. 
The present authorized limit is $5,000,- 
000. Last year, the company paid cash 
dividends to stockholders totalling 42 
percent. These amounted to $1,260,000. 
One dividend of 17 percent paid in Oc- 
tober amounted to $510,000. This was 
the largest single cash dividend ever 
paid by the company. When the stock 
dividend of 6634 percent was declared 
last week, a bid of $1.100 a share was 
made on the Richmond market for the 





| of $100. 


company’s stock which has a par value 


RANDALL CALLED 
FRANKLIN HEAD OFFICE 


TO TAKE CHARGE OF AGENTS 


Harry W. Menold Is Appointed as His 
Successor as General Agent 
in Chicago 


C. E. Randall, Chicago general agent 
of the Franklin Life of Springfield, has 
been appointed § superintendent of 
agencies. He was formerly a_ banker 
and has been in the life insurance busi- 
ness three and one-half years. He has 
been very successful in his work, has 
taken a great interest in the educational 
features and has rapidly come to the 
front. He will be succeeded by Harry 
W. Menold, who has been manager of 
the National Life, U. S. A., Wacker 
Drive agency. He was formerly con- 
nected with the New York Life where 
his father is manager of the Stock Ex- 
change branch. Mr. Randall took charge 
of the Franklin Life agency two and 
one-half years ago and from the start 
has made himself felt. His agency pro- 
duced $1,000,000 the first year, $2,000,- 
000 the second year and is now writing 
at the rate of $3,000,000 a year. Joseph 
W. Jones has been superintendent of 


agents of the Franklin Life, but was 
elected vice-president and director of 
agents. There has been no regular 


superintendent of agents since then, Mr. 
Jones continuing to look after the 
agency work both in the home office and 
the field. 


Weekly Production Contest Continues 


The first three months of 1928, field 
representatives of the American Cen- 
tral Life were in a campaign having 
consecutive weekly production for its 
goal. So successful and so remuner- 
ative did those who tried the “app-a- 
week” incentive find it that the com- 
pany has issued an announcement that 
the consecutive weekly production cam- 
paign would continue throughout the 
year. Rules for competition during the 
remaining nine months of 1928 provide 
that the date of the application shall 
determine the week in which it is to 
be counted and that 13 consecutive 
weeks of production entitle the writing 
agent to an attractive prize. Beside the 
award, 13 consecutive weeks of produc- 
tion entitle the fieldman to an “honor 
week,” which he may utilize at any 
time within the year to fill in any 
“blank” week caused by illness or va- 
cation. 





Louisville N. Y. Life Men Meet 


R. B. Burch, Louisville, Ky., man- 
ager of the New York Life, announced 
to the company’s agents in that city at 
their anual meeting that the company 
wrote almost twice as much business in 
the Louisville territory in 1927 as in 
1923, showing an increase from $4,000,- 
000, 1923, to $7,200,000 in 1927. 

Charles W. Langmuir, third vice- 
president of the company, spoke at the 
luncheon meeting. Other speakers at 
the morning and afternoon sessions 
were: 

William O. Baldwin, Detroit; Filmen 
Ball, Cleveland; B. M. Brooks, Madi- 
sonville, Ky.; Raymond Oliver, Mount 
Vernon, Ind.:; J. G. Prather, Owenton, 
Ky., and P. C. Logsdale, Evansville, 
Ind. 


T. J. Mohan Promoted 


Thomas J. Mohan, who for the last 
five years has been chief of the south- 
ern division of the Eureka-Maryand As- 
surance, has been promoted to superin- 
tendent of agencies. He succeeds E. 
H. Taylor. Mr. Mohan is a life insur- 
ance man of wide experience, having 


been in the business since 1902 and 
having served in almost every field 
capacity. He has organized a number 


of outstanding general agencies. 


‘SUIT AGAINST NORTHERN 
LIFE HAS BEEN REVERSED 


IMPORTANT CASE IS DECIDED 


Beneficiary Wins in Suicide Controversy 
—Confusion of Dates Cut Con- 
siderable of Figure 


_ SAN FRANCISCO, April 19.—Hold- 
ing that because of certain provisions 
within the contract the policy was in 
full effect, the United States District 
Court of Appeals at San Francsco has 
reversed the opinion of the district court 
in the case of Mrs. Alice Edith Schwartz 
against the Northern Life of Seattle. 
This means that the company will have 


to pay $25,000 to Mrs. Schwartz, who 
was the beneficiary named. A_ policy 
issued by the company to Charles 


Henry Schwartz, chemist, who in 1925 
committed suicide when cornered by 
police who sought him on a charge of 
murder. Schwartz, it was alleged, mur- 
dered an itinerant and set fire to his 
laboratory at Walnut Creek, Calif., in 
an attempt to make it appear that he 
had met with an accident and died 
while experimenting with chemicals. He 
had, during the 12 months previous, ap- 
plied for approximately $170,000 of life 
insurance. 


Confusion as te Dates 


Investigation led the police to the 
belief that the dead man was not 
Schwartz. He was later discovered and 
when placed under arrest committed 
suicide. Under the suicide clause all of 
the policies were declared void. Owing 
to a confusion of dates as to when the 
insurance commenced, suit was brought 
against the Northern Life by the widow 
on the _ contention that although 
Schwartz killed himself Aug. 9. 1925, 
the policy was in effect because he had 
been examined and, it was alleged paid 
the premium Aug. 2, 1924. The policy. 
the company set forth, was not issued 
until Aug. 14, which would mean that 
by killine himself on the 9th Schwartz 
had made the policy void. Had he 
waited until the 14th or the 15th the 
clanse would have been incontestible. 

The district court of appeals upheld 
the contentions of the widow, however, 
which were to the effect that the in- 
surance was effective the day he paid 
the premium and received a_ binding 
receipt. 


WANDREY IS BACK AT 
HIS HOME OFFICE JOB 


W. J. Wandrey, agency secretary of 
the National Guardian Life of Madison, 
Wis., who has been in charge of the 
Minnesota agencies for the last two 
years, is returning to the home office 
to take his old position. The Minnesota 
territory will be in charge of Maxwell 
D. Schreiber, who has been superinten- 
dent of agencies in the state. Mr. 
Schreiber was formerly connected with 
the Midland Mutual Life of Columbus 
and took a district for the Western & 
Southern Life, where he continued for 
some 16 years as superintendent of 
agents. He held a similar position with 
the Public Savings of Indianapolis. 
Later he went with the Illinois Life. 


Becomes Insurance Floor 


The ninth floor of the new Chamber 
of Commerce building in Cincinnati is 
becoming practically an insurance floor. 
NV. A. R. Bruehl & Son, general man- 
agers of the Home Life, have handsome 
quarters there as has Harvey Isgrig, 
manager of the Guardian. The Acacia 
Mutual has engaged quarters on this 
floor also. Other life companies that 
have taken space in the building are 
the Register Life of Iowa, the Business 
my Assurance and the Metropolitan 
wife. 
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TO CHICAGO BROKERS 


We invite your attention— 


TERM INSURANCE 


Including Premium Waiver & Income Disability 


Age 5 Year 
20 $ 8.55 
21 8.64 
22 8.73 
23 8.82 
24 8.91 
25 9.02 
26 9.11 
27 9.20 
28 9.31 
29 9.43 
30 9.55 
31 9.69 
32 9.83 
33 10.00 
34 10.17 
35 10.37 
36 10.58 
37 10.83 
38 11.10 
39 11.39 
40 11,82 
41 12.27 
42 12.78 
43 13.34 
44 13.98 
45 14.69 
46 15.49 
47 16.39 
48 17.42 
49 18.58 
50 19.89 
51 21.37 
52 23.04 
53 24.92 
54 27.05 
55 29.44 


10 Year 


$ 8.83 
8.93 
9.02 
9.13 
9.23 
9.35 
9.46 
9.53 
9.72 
9.85 

10.01 
10.19 
10.38 
10.59 
10.83 
11.08 
11.42 
11.79 
12.19 
12.63 
13.14 
13.69 
14.23 
14.95 
15.76 
16.69 
17.80 
19.05 
20.43 
21.96 
23.66 
25.51 
27.53 
29.71 
32.11 
34.73 


Exchangeable for 
permanent insurance 
any time during the 
five or ten year term. 

Disability provides 
for waiver of premium 
and payment of 
monthly income of $10 
per $1,000 beginning 
immediately upon 
proof of total and per- 
manent disability. 
Total disability pre- 
sumed permanent after 
three months. Pay- 
ments continue during 
disability and life time. 
No reduction in insur- 
ance. 


Further information gladly furnished 


Harry W. Menold, 


General Agent—Chicago District 


FRANKLIN LIFE 


INSURANCE COMPAN Y 
222 West Adams Street 


ATwo Hundred Million Dollar Company 
ORGANIZED 1884 


Franklin 0824 

















IN NEW YORK STATUTE 
(CONTINUED FROM PAGE 5) 
adopted. If the change in the law will 
require the companies to formulate new 
agency contracts, I have further grounds 
for opposing the adoption of the new 
table, because I cannot see wherein hy- 
pothetical benefits following the adoption 
of the table will offset the obvious dis- 
advantages of disturbing present agency 

relationships.” 
:- * 

Percy H. Evans, of the Northwestern 
Mutual: “Our laws in one state or an- 
other determine net and gross premiums, 
reserves, cash, paid-up and extended 
values. First year and renewal commis- 
sions payable to agents, as well as total 
expenses, are limited by statute. This 
intricate structure of management by 
statutory rules has for the most part 
been built up around the American Ex- 
perience Table. In the evolution of this 
system it has been assumed that whether 
the general shape of the American Ex- 
perience Mortality curve closely corre- 
sponded with the curves of actual expe- 
rience or not, the tabular mortality was 
a maximum as to which the variations 
of experience would always be on the 
safe side in the case of any company 
entitled to survive. Such being the case, 
the substitution of the new table, which 
is not a maximum but a means of ex- 
perience, will inevitably throw the 
whole existing system to the ground in 
confusion.” 

* * * 

Miles M. Dawson, consulting actuary, 
who was the actuary for the Armstrong 
committee: “As regards the effect (the 
American Men Table) upon section 97 
and its limitation, the influence of the 
change, were it made, would be almost 
entirely destructive. Unless you are pre- 
pared to face a very large revision of 
commission rates, of very general appli- 
cation throughout this country and Can- 
ada, you ought not to consider a change 
so great as this.” 

* * * 

Robert Henderson, of the Equitable 
Life: “The principal effect of the change 
(substitution of the American Men 
Table) would be in the leeway which 
it would give for changes which might 
not be desirable, and the possibility that 
the change in valuation basis might make 
unconsidered and unforeseen changes in 
some of the collateral conditions of life 
insurance.” 

* * * 

T. B. Macaulay, of the Sun Life: “We 
talk as though this (American Men 
Table) fairly represents the experience, 
up to date, of the American and Cana- 
dian companies, and yet this is not the 
case. * * * If this table be adopted in 
the United States as the official stand- 
ard, it will almost unquest‘onably not 
merely be used for reserves, but for 
calculating premiums; and if it has any 
influence at all, it will probably result 
in the companies charging lower pre- 
miums, And can that be safely done? 
The pathways of life assurance in the 
past are strewn with wrecks of com- 
panies -that have failed to get on. Can 
we hope for better results, or as good 
results even, if we lessen the expense 
and safety margins in premiums which 
they charge? * * * The margin of 
safety is the excess of the premiums 
charged over the sums actually required 
to carry on the business. The nominal 
lowering of the net premiums by this 
new table will not increase the real mar- 
gin to the companies even if premiums 
be not reduced, while the increase in 
reserves will diminish the margins. Re- 
serves are not safety. The higher you 
make the legal reserves, the less margins 
does the company have; they are lia- 
bilities. We, as pilots of the ships, will 
assume a very great responsibility if 
we do anything which will tend to les- 
sen the margins which our companies 
at present have.” 

* 


* 


In a letter, Percy H. Evans, actuary 
of the Northwestern Mutual, comment- 








ing upon the proposed amendment, says 
“So far as it (the proposed amendment 
relates to the agitation in favor of the 
American Men Table, I should be op- 
posed to it because I believe that 2 
change in basis would be a useless ex. 
pense. I think much of the agitation 
in favor of the American Men Table 
assumes that the new table accurately 
reflects current mortality experience 
Such is far from being the case. |; 
is doubtful if any new table will ever 
be constructed that will, after its pub. 
lication, accurately reflect current ex- 
perience. 

“In an address as president of the 
American Institute of Actuaries, June, 
1926, I said: 

“*Restrictions placed upon freedom of 
action may stand in the way of unwise 
and perhaps inequitable practices, but 
such restrictions will inevitably interfere 
also with freedom of action when ad- 
vantageous changes are contemplated.’” 

* * & 


Neither the American Experience 
Table nor the American Men Table ac- 
tually represent the mortality of life 
insurance companies. The American 
Experience Table, however, has stood 
the test of time and has proven itself 
not a fair-weather table, but has very 
ample margins for contingencies that 
may arise in the future. The proposal 
to adopt the American Men Table as a 
permissive standard makes it immedi- 
ately necessary to retain the American 
Experience Table for calculating the ex- 
tended insurance values as provided in 
the proposed amendment to section 88 
In other words, the American Men 
Table falls down at the beginning in 
the calculation of non-forfeiture values 
on the assumption that the full cash 
value of a policy should be used to pur- 
chase extended insurance. 

There is another group of actuaries 
who are indifferent to the adoption of 
the American Men Table as a permis- 
sive standard, their position being large- 
ly based on their intention not to use 
it for their own companies. It seems 
to the underwriters that they will not 
be able to ignore it. 

It is the belief of the underwriters 
that if the permissive standard is adopted 
the non-participating companies will re- 
duce their rates at the younger ages. 
It is our opinion that the participating 
companies will not be able to meet this 
competitive situation by a dividend ad- 
justment and that they will have re- 
course to a reduction in gross premiums 
For over 20 years there has been little 
change in company practices in this re- 
gard and the resulting stability has been 
of great benefit to the business. 

In his annual report to the legislature 
made by the superintendent of insur- 
ance in February, 1928, in referring to 
sections 96 and 97 he says (page 9 0! 
the report) that they “were the prin- 
cipal result of the Armstrong investiga 
tion and undoubtedly did more than any 
other element in stabilizing the life 1™- 
surance business in this country and 
keeping it upon the high plane which 
it has enjoyed during the 22 years sinct 
its enactment. Both sections have bee! 
amended from time to time, always with 
the idea of carrying out the principles 
established at that time. The develop- 
ment of the business since then, how 
ever, has reached a stage where, in the 
opinion of the department, it has be- 
come necessary that section 97 espe 
cially be revised.” 

* * * 


We have not had brought to ou 
attention any evidence of conditions 1 
dicating the necessity for a revision, and, 
furthermore, revision is a mild term 
apply to the proposed amendment which 
substitutes for a perfectly sound, actt- 
arial theory, a purely arbitrary metho 
designed to produce approximately the 
same results. As Mr. Rhodes ot the 
Mutual Benefit termed it at the public 
hearing on this amendment, “a hasty 
pudding or hodge podge.” . 

In connection with the Superinte™ 
dent’s summary of the eight princip® 
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HARLES S. was employed in a bank in a small town 

in the South. In his spare time he wrote life insur- 
ance. He did well enough at both, but worked without 
enthusiasm. Something was lacking. He stayed at the 
bottom, feeling like a sea-worthy ship detained in dry 
dock. For all the time Charles S. knew in his heart that 
he had it in him to succeed at something. 


One evening he dropped in at a meeting of Inter-South- 
ern underwriters. At first he listened half-heartedly to 
the speaker on the platform. Then a phrase fastened 
itself on his attention. He pricked up his ears. The 
speaker was describing the dramatic place of insurance 
in human affairs . . families saved from destitution, 
homes released from bondage, business protected against 


CAREY G. ARNETT, President 
Home Offices: Louisville, Kentucky 






Once at the bottom of the ladder in hanking- 
Charles S. became the leader of the entire 
agency force of his Insurance Company _ 


loss, children educated and started on the way to useful, 
happy lives. 


As he listened, the vision grew before him. He saw, at 
last, the place where his grouping ambitions and abilities 
could take hold in the work of the world. He gave up 
his place in the bank and devoted all of his time and in- 
terest to insurance. Success was almost instantaneous. 
Three times he has led the entire agency of his company 
in paid-for business! And not once in the past five years 
has he been lower than third. 


Day after day other men are finding themselves stirred 
by the vital service insurance offers to the needs of man- 
kind. Day by day, this company is showing men how to 
find in the activities of insurance the opportunities that 
will lead them to happy and successful work. 


«| INTER-SOUTHERN LIFE INSURANCE COMPANY 


“Carrying Our Men To 
Success With Us” 
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NORTHWESTERN 
NATIONAL NEWS 


~ 


This column contains 
condensed news items 
from the weekly news- 

per published for 
asbestos National 
Life agents. 


—, 


Snyder Bros. 
Sign Contract 
for Kentucky 


Louisville Firm Will Repre- 
sent Company in South- 
ern State 





— 
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Snyder Brother General Agency, a 
long established firm of general in- 
surance agents at Louisville, Ky., has 
contracted to represent Northwestern 
National Life in the state of Ken- 
tucky. The contract was signed 
April 12 and the new agency will 
start to write business immediately. 

Begun as a general agency for fire 
and casualty insurance, the Snyder 
Brothers agency has already done 
considerable life business in its more 
recent established life department. 
In looking for a connection through 
which it might develop its life busi- 
ness throughout the entire state of 
Kentucky, this highly successful firm 
chose Northwestern National from 
among a number of Companies. 


Superior Equipment Attracts 


One factor which recommended 
Northwestern National to Snyder 
Brothers is the superior equipment 
furnished its agents by the Company, 
including substandard service, group 
insurance, salary savings, a rejection 
ratio of less than two percent, non- 
medical privileges, a liberal dis- 
ability clause, age limits ranging 
from birth to 65 years, participating 
and non-participating contracts, and 
its mail advertising service. 


Texas-Michigan 
Rivalry Fanned by 
Hewitt’s Challenge 


Rivalry between the men and wom- 
en of the broad state of Texas and 
the application-getters of Michigan 
broke out afresh last week in the 
form of a challenge for a production 
race hurled by Homer G. Hewitt, 
manager of the life department of 
Cravens, Dargan & Co., into the 
teeth of Truman H. Cummings, man- 
ager of the Detroit office. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


Minneapolis.M: 
STRONG capeustinn. LIBERAL 





objects to be accomplished by the re- 
vision, it is illuminating to turn to the 
Armstrong committee’s report on ex- 
penses (page 304): “The committee 
deems it inadvisable to recommend that 
the legislature attempt to prescribe the 
expenditure of insurance corporations. 
The legislature cannot undertake the 
management of the business. In seek- 
ing to secure economical administration 
it should not overstep the line which 
divides suitable state supervision from 
an utterly impractical effort to prescribe 
details. The legislature should aim to 
permit freedom of management subject 
to general regulations and complete 
publicity.” 
* * &* 

On page 306 is the folowing state- 
ment of principle, “but the committee 
is satisfied that some criterion should 
be established by which the amount 
which may properly be expended in 
obtaining new business may be deter- 
mined.” 

“The total expenses should be lim- 
ited to the total ‘loadings’ upon the pre- 
miums: in other words, as the gross 
premium is made up of the amount 
which, upon the calculation of the com- 
pany as to mortality and interest, is 
sufficient to cover the insurance (called 
the ‘net’? premium), and an additional 
amount for the purpose of meeting ex- 
penses and contingencies (called the 
‘loading’), the expense, other than in- 
vestment expenses, should be limited to 
the aggregate of the loadings.” 

The next ensuing eight pages of the 
report are devoted to a study of the first 
year expenses and an examination of 
the theory applied to the then existing 
business of the several companies, and 
on page 314 is the following statement, 
“The committee believes that the fol- 
lowing is a proper standard for reason- 
able and profitable expenditure for new 
business, viz., That the expense of new 
business should not exceed the loading 
on first year’s premiums plus the pres- 
ent value of the mortality savings on a 
conservative basis for five years after 
admission. These two items arise di- 
rectly from the new business. Were 
there no new business, neither the load- 
ing on new premiums nor these mortal- 
ity gains would be realized. It costs 
the other policy-holders nothing to per- 
mit them to be used in this way, and if 
the cost of new business is kept within 
these limits, both old and new policy- 
holders are the gainers.” 

* * * 


Here we have the statement of the 
principle which underlies the present law 
which has for nearly a quarter of a 
century worked so well, that the super- 
intendent refers to it as the stabilizing 
element that has kept the business upon 
the high plane which it enjoys. This ré- 
port of the Armstrong committee was 
prepared by Charles Evans Hughes, who 
was counsel for the committee, with the 
advice of one of the best consulting 
actuaries employed by the committee; 
and after thousands of pages of testi- 
mony were taken and carefully con- 
sidered. 

This principle, it is now suggested, 
should be scrapped and something else 
substituted for it. The custom and 
practice of every company doing busi- 
ness in New York state has been based 
upon it; its agency contracts and agency 
expenses for securing business; its home 
office expense for the care of that busi- 
ness and service to policy-holders. If 
these are not all to be changed with the 
resulting disturbance and demoraliza- 
tion that a change in principle and basic 
contracts necessarily entails, for at least 
some temporary period of time, then 
the proposed amendment must be de- 
signed to work out substantially the 
same results as the Armstrong law. If 
such is the case, why change the form 
and not the substance? The following 
quotation is from a letter written bv 
Percy H. Evans, actuary of the North- 
western Mutual Life: “As an expedient 
I have no objection to the proposed 
changes in the method of determining 





the expense limit, although from the 
logical point of view I would prefer the 
present law, which is based on a per- 
fectly sound actuarial principle, whereas 
the new law seems to be a purely arbi- 
trary method designed to produce ap- 
proximately the same results. In the 
course of time it may be found that 
the new rule ho longer works.” 
* * * 


On page 10 of the superintendent’s 
report above referred to, he lists eight 
objects which the revision of section 97 
should accomplish: 

“1. A more adequate control upon the 
compensation that may be classed as 
commissions, paid for the production of 
new business.” 

_ It is our contention that it was never 
intended that the state insurance de- 
partment should have any more adequate 
control as to the compensation that 
could be classed as first year commis- 
sion expense. In fact, the Armstrong 
committee in making its recommenda- 
tions made it very clear that so long 
as restrictions were put upon expenses, 
as much leeway as possible should be 
given to the companies as to how the 
money was to be spent. It seems to us 
that the companies need less control 
instead of more control on the part of 
the insurance department. 

* * * 

A system of expense limitation 
under which an economically managed 
company would not be hampered by the 
mere fact that it had reduced its gross 
premiums. The present expense limita- 
tion makes it unnecessar!y difficult for 
companies to make reductions in gross 
premiums that are actuarily safe and 
proper.” 

It is our contention that any com- 
pany that wishes to reduce its gross 
premiums should do so, knowing that 
there are various statutes and laws to 
be complied with. In other words, we 
believe that the companies’ practice in 
this respect should be guided by the 
statutes and we do not believe that the 
statutes should be altered to fit in with 
the desires of a few life insurance com- 
panies. 

* 6 2 

“3. A system of expense limitation 
that would reduce the first year expense 
limit on term policies, thereby removing 
the incentive to write this form of in- 
surance for the purpose of obtaining 
margins to be expended upon other 
forms of policies. Any law which arti- 
ficially fosters any particular type of 
policy would appear to be undesirable.” 

We have been totally unaware that 
any harm has come because some com- 
panies have taken advantage of the lib- 
eral expense margins on term insurance. 
If, however, it is the desire of the 
department to make the margins on such 
policies more nearly conform with the 
actual expenses, it would seem that a 
minor alteration in the present section 
97 would accomplish this result and that 
it is not necessary to revise the entire 
section to accomplish it. 

= © 


“4: A more effective control of the 
agency and branch office expenses. This 
may be accomplished by placing under 
the first year expense limitation agency 





and branch office expenses in excess o 
a certain amount.” 

Our answer to this is to quote th 
report of the Armstrong committee 
“The legislature cannot undertake th 
management of the business. In seek. 
ing to secure economical administratioy 
it should not overstep the line which 
divides suitable state supervision from 
an utterly impractical effort to prescribe 
details. The legislature should aim to 
permit freedom of management subject 
to general regulations and complete pub- 
licity.” 

* * * 

Following this principle, we believe 
that the legislature has clothed the de- 
partment with ample power of control, 

* * * 

“5. The placing under the first year 
expense limit all salaries paid to cer. 
tain members of the home office agency 
department and a substantial portion oj 
the expense of advertising.” 

All of such expenses were in vogue 
at the time of the Armstrong investiga- 
tion and the situation has not changed 
radically in any way in this respect since 
that time. We see nothing to be ac. 
complished by changing the statutes to 
include these items as first year ex- 
penses. We venture the statement that 
nobody can say exactly what part of 
such salaries and what part of such 
advertising are properly first year ex- 
penses; it seems to us that the sugges- 
tion is based entirely upon opinion. 

* * * 


“6. The removal from the first year 
expense limit of medical fees because 
of the development of non-medical bus- 
iness.” 

Why the medical fees should be re- 
moved from the first year expense limit 
because of the development of non-med- 
ical business is a mystery to us. We see 
no logic whatsoever in the proposal. 
The present statute gives a limitation 
of first year expenses with which each 
company must comply. If any conm- 
pany chooses to stop paying medical 
fees and spend the money in some other 
way to obtain new business we do not 
see why this is not perfectly proper. 
Furthermore, the medical fee is certain- 
ly just as much a first year expense as 
the first year’s commission is, and how 
it becomes something else, because 
some companies do not employ it 3 
often as others, is hard to follow. 

* * * 


o reduction in the limits for total 
expenses.” 

It seems to us that there is no neces 
sity whatever for a reduction in the 
limit for total expenses. The state it- 
surance report shows the ratio of ex 
penses to margins as presented here 
with. 

From this table it is apparent that 
the ratio has been practically a co?- 
stant, which is more or less what would 
be expected provided there was no ex 
travagance on the part of the compaty. 

Not only are the companies not using 
all the available margins for expenses 
but the ratio of expense to margins for 
the years 1925 and 1926 is lower that 
for the years 1919, 1920, 1921, 192% 
1923 and 1924. This would seem to be 

(CONTINUED ON NEXT PAGE) 





—2 





1910-1927 


(In Thousands—000 Omitted) 


Excess of Ratio % of 
Total Margin Insurance 
over Total Expenses 


a Total Total Total Insurance Insurance to Total 
Year Premiums Margins Expenses Expenses Expenses Margins 
a aoe 357,537 ,532 65,700 58,084 27,449 67.9% 
NER: 370,494 89,332 8,308 60,8 28,505 68.1 
nn: wehetene 389,663 94,225 74,733 66,898 27,327 71.0 
Geer 407,813 98,853 77,523 69,903 23,949 70.7 
RES ae 425,666 103,649 81,122 73,356 30,293 70.9 
| re 438,447 105,320 83,571 75,191 30,129 71.4 
 cagedeyis 531,161 128,111 100,444 91,367 36,744 71.3 
ne. ace mecde aid 571,17 138,031 112,363 92,978 45,053 67.4 
1917 620,368 151,363 128.048 102,530 48,834 67.7 

69 162,704 138,758 109.528 53,176 67.3 
204,022 176,927 145,109 58,913 71.1 
242,156 222,637 182,847 59,309 75.5 
243,971 219,241 177,125 66.846 72.6 
266,550 229,277 187,123 79,427 70.2 
300,296 255,978 210,673 89,623 70.2 
327,930 280,757 230,169 97,760 70.2 
358,715 302,598 247,067 111,648 68.9 
385,611 323,042 263,217 122,394 68.3 
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(CONT’D FROM PRECEDING PAGE) 
the best evidence obtainable that there 
js no extravagance in company man- 
agement, and that the normal competi- 
tion amongst the companies, to reduce 
the net cost of insurance, may safely 
be relied upon to check any tendency 
towards extravagance. 
When this percentage of expenses to 

margins steadily climbs during a period 
of years when the business is more or 
less normal, we will then be willing to 
concede that a reduction of the limit 
for total expense might be called for. 
* * * 


“gs. The removal of conditions which 
make it practically impossible to organ- 
ize any new mutual life company under 
the laws of this state.” 

Life insurance is not a private com- 
mercial enterprise conducted for profit. 
The primary requisite of a life insurance 
company is security. It would seem high- 
ly desirable that no new company should 
be organized in this state unless it can 
conform to the present standards of se- 
curity. Nothing should be undertaken 
that might by any possibility shake the 
confidence of the public in life insurance. 

One of the proposals contributing to 
the reduction in total expenses included 
in the superintendent’s 7th summary is 
a reduction in the collection fee from 
3 percent to 2 percent. On what theory 
is this proposal made? It cannot be 
because there is any charge of extrav- 
agance on the part of company man- 
agement; because the companies are not 
spending within approximately 30 per- 
cent of the amount permitted by the 
present law. Is it because the agent is 
making too much money? An exam- 
ination of the amount paid to agents and 
the system under which business is pro- 
duced would not seem to support a 
conclusion that the agent is being over- 
paid for the work he is doing in writing 
insurance and in service to policy-hold- 
ers. His compensation measures up 
with what the same man could earn for 
the same quality and quantity of work 
devoted to some form of commercial 


enterprise. 
* * * 


If life insurance is to be properly 
written, and that means a proper appli- 
cation of it to the individual needs of 
each policyholder, it must continue to at- 
tract to it men and women of intelli- 
gence, ability, industry and high ideals. 
Year by year the standard of qualifica- 
tion for a life underwriter has been 
raised and year by year more effort is 
being put forth to train and educate men 
who enter this field. It is hopeless to 
attempt to secure and train this type of 
worker unless he can see an ultimate 
compensation for his work, which will 
compare with what he could expect from 
some other line of work. 

* * &* 

The following letter of Thomas A. 
Buckner of the New York Life was 
read at a hearing on this amendment, 
on Feb, 24: “This company has been 
asked to express its views with regard 
to the proposed amendment to section 
97 and the other sections correlated in 
subject matter thereto. 

“The committee of five whom you 
appointed and who handed you their 
report on Feb. 1 say: 

“‘The problem of devising any law 
that will meet all of the existent widely 
divergent conditions, is obviously not a 
simple one. * * * The proposed re- 
vision is a compromise resulting from 
the divergent views of those present 
at the conferences.’ 

We believe this committee attempted 
to attain in the proposed revision the 
objects which they understood the de- 
partment desired, and the result is prob- 
ably the best that could be achieved 
under the existing circumstances. 
“Without attempting to discuss in de- 
tail the proposed amendments, this 
i mpany avails itself of your invitation 
‘0 express its opinion and regrets that 
it is unfavorable to the proposed legis- 
— notwithstanding the fact that 
these amendments would give the com- 


pany, on the experience of the years 
1926 and 1927, a larger excess and al- 
lowance over expenses for the first in- 
surance year than under the present 


law. 
* * * 


“The original law known as section 
97 was enacted over 21 years ago. It 
has evolved to its present form over 
a long period of years by successive 
amendments made necessary by experi- 
ence and practice. It has stood the 
test of time. It has, for all these years, 
guided and controlled the business of 
life insurance in this state through a 
period of unexampled prosperity and 
of marked efficiency and economy of 
operation. It has received the judicial 
interpretations of the courts, the written 
constructions of the attorney general and 
the administrative attention of the in- 
surance department during all these 
years. All concerned, whether charged 
with its enforcement or obedience to its 
provisions, are familiar with its lan- 
guage and the precedents established in 
its constructions and operation. It was 
originally intended as a corrective of 
certain abuses which, prior to that time, 
existed, and the results have proved the 
wisdom of its provisions. It has be- 
come a fundamental and underlying law 
by which all the companies have been 





accustomed to regulate and organize 
their business in every detail. 
es @ 

“We therefore submit that any funda- 
mental law such as this should not be 
radically altered or changed unless some 
great emergency has arisen, or unless 
to correct or prevent some dangerous 
departure from sound business practice, 
which we do not believe to be the case. 
If any particular practices not approved 
by the department have arisen, could 
not these be better remedied by ad- 
ministrative direction of the department, 
or, if necessary, by minor amendments, 
rather than by a complete change and 
alteration of the law itself? 

“We submit the proposed amendments 
go too greatly into the details and the 
control of the business. They attempt 
to lay down hard and fast rules without 
fully taking into account the fluctua- 
tions and variations which may occur 
and do occur. 

“Whatever defects the present law has 
are known and may be corrected. No 
one can foretell the consequences re- 
sulting from such a radical change which 
the proposed amendments would bring 
about.” * * * 

CONCLUSIONS 

We are of the opinion that the prin- 
ciples laid down by the Armstrong com- 
mittee have served the insuring public 
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well and have enabled the institution 
of life insurance to take its place in 
the economic development of this coun- 
try, that the companies, as a whole, are 
wisely and economically managed and 
that the agency branch of the business 
is rendering its full share in the pro- 
duction of the necessary amount of new 
business to keep the institution alive and 
active. The conditions of cooperation 
and understanding which exist among 
the field forces, not only in this state 
but throughout the country, are improv- 
ing year by year and this has been 
brought about largely by an understand- 
ing of the law and the rules and regu- 
lations which have been laid down con- 
cerning it. 

There appears to us to be no neces- 
sity for a fundamental change in the 
law and we do not believe that the 
change which has been proposed would 
work out as anticipated. We see no 
reason for changing a law that has stood 
the test of time, has worked out satis- 
factorily for 21 years, for another law 
that would have to receive the judicial 
interpretations of the courts, the writ- 
ten constructions of the attorney general 
and the administrative attention of the 
insurance department. It would tend to 
cause endless confusion and would serve 
no good purpose when there is nothing 
fundamentally to be corrected, 
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TWENTY-EIGHTH ANNUAL FINANCIAL STATEMENT 
YEAR ENDING--DECEMBER 31, 1927 
ASSETS LIABILITIES 
Bonds and Stocks Legal Reserve, Life 
Owned ......sesee- $ 9,831,749.82-. Insurance Policies. .$10,973,342.00 
Principally Govern- American Experience 
ment, State, County, 3%%, Standard and 
and Municipal Bonds i —-% ak 
Real Estate Loans SS ee os 
¥ . ability Policies .... 202,030.37 
rood poet ny 1 POSTS AS Contingent Reserve.. 2,888,754.55 
or less of property Reserve for Epi- 
value eS een 1,000,000.00 
Cash in Banks and Gross Premiums Paid 
SU, nciénenneceas 896,361.55 in Advance ....... 387,914.83 
($725,381.47 at interest) Taxes Accrued, but 
Real Estate Owned.. 834,606.46 not Due .......+.. 331,905.36 
Mainly Home Office Due to Agents on 
Building Bonds, Deposits, etc. 403,013.07 
Loans on Bonds and Mainly a Savings Fund 
TT a cu Getealicas 114,625.00 Policy Claims in , 
Net U id 4D Process of Payment 
O red Pretnims . 45797503, and Adjustment ... 179,882.35 
Se 2 — All Other Items...... 41,770.42 
Policy Loans ........ 283,626.19 Liabilities Other Than 
Interest Accrued and Capital and Surplus 16,408,612.95 
OS ae 262,555.75 Capital and Surplus.. 3,869,860.33 
Total Assets ...... $20,278,473.28 Total Liabilities ..$20,278,473.28 
Total Claims Paid 28 Years Ending December 31, 1927...... $ 57,976,110.40 
Total Life Insurance in force December 31, 1927...++++++++ 235,583,186.00 
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Builders 


who realize the importance of their work 
give prime consideration to its permanence. 
Without the ability to perform lasting serv- 
ice, the finest products of the human brain 
become useless and unprofitable. 


American Central 


by the inherent principles underlying the 
new contracts which they enjoy, look upon 
themselves not merely as builders of valuable 
life insurance estates for their clients, but 
as creators of prosperity and lasting con- 
tentment for themselves and for their 
This conception, ingrained in the 
character of each American Central repre- 
sentative, makes for an organization con- 
spicuous for its morale and exceptional in its 


unity of purpose. 


























MASSACHUSETTS AGENT 
CONVICTED OF REBATING 





SPLIT ON POLICY FOR $10,000 





Counsel H. J. Taylor of the Insurance 
Department Rules I. H. Glincher 
Is Guilty 





BOSTON, April 19.—A rare instance 
of conviction in a rebating case in life 
insurance has just been secured by the 
Massachusetts insurance department, as 
a result of which Israel H. Glincher, an 
agent of the New York Life and an in- 
surance broker, has had his licenses sus- 
pended and they will not be renewed 
until Feb. 10, 1929. 

The case came to the attention of the 
department on the complaint of one 
Barnett Coton, who stated he bought 
a $10,000 life insurance policy in the 
New York Life from Glincher on July 
14, 1927. Coton claims that the agent 
oftered to allow him a reduction on his 
first annual premium, which was $544.50, 
equal to his, the agent’s commission, 
which was $272.25. The agent Glin- 
cher admits giving Coton a check for 
$260 and then stopping payment on the 
same at the bank after he had secured 
the first annual premium from the in- 
sured. 

The complainant stated the agent 
urged him to take out the insurance as 
he would lose his position if he did not 
produce some business. When he 
asked the agent why the check for $260 
had been refused payment the agent 
told the insured that rebating was il- 
legal and he had been advised he could 
not allow that return. 

Agent Glincher, in his own defense, 
said he issued the check for $260 to 
Coton “because he asked for it” and 
that when Coton gave him a check of 
$544.50 for the first annual premium, the 
complainant stated he had_ included 
Glincher’s check for $260 in that amount, 
as return payment. Thereupon Glincher 
stopped payment on the check. 

Counsel H. J. Taylor of the depart- 
ment ruled that a rebate had been of- 
fered and that Glincher was guilty of 
violation of the insurance law. 





Indicted in Kentucky 


Vincent P. Whitsett of New York, 
legislative representative of the Asso- 
ciation of Life Insurance Presidents, has 
been indicted in Kentucky for being on 
the floor of the senate and the house 
during legislative sessions without hav- 
ing been given the privilege of the floor. 
This is the first time that any person 
has been indicated for this offense in the 
state of Kentucky. There were several 
other indictments returned at the same 
time. 


STATE MUTUAL APPOINTMENT 





Some Changes Have Been Announced 
by the Company in the General 
Agency Ranks 





Edmund F. Carey has been appointed 
general agent of the State Mutual Life 
at Providence. He is an experienced 


life insurance man. The office is in 
the Rhode Island Hospital Trust 
building. 


J. E. Smartt has been appointed gen- 
eral agent at Chattanooga Willard 
Keen, who has had charge of the 
Chattanooga office, has resigned as a 
general agent, but will continue with 
the company in that city. 

Herbert B. Husted, general agent at 
Syracuse, N. Y., desired to be relieved 
of general agency responsibility. He 
was succeeded by Elmer L. Beasley 
who has been associated with Mr. 
Husted. Mr. Beasley was one of the 
State Mutuals leading producers in 
1926 and 1927. He led the company in 
number of lives insured in one year last 
year. 








INAUGURATE SERIES OF 
PRODUCTION CAMPAIGN 





FIDELITY MUTUAL CONTEST 0} 





Field Men Striving for Membership if 
Club That Is Anniversary 
Year Feature 





The Fidelity Mutual Life has inaugy. 
rated a series of production campaign; 
to feature its golden anniversary year 
The 50th anniversary falls on Dee, : 
and it is expected that a suitable cel. 
bration will be held in Philadelphia , 
that time. 

For many years Fidelity Mutual ha 
staged a special campaign in March 
This year Lindbergh’s Central America 
flight was capitalized, and the field e 
gaged in a Fidelity March air tour over 
the same route. Ten stops were charte 
ending at Havana. Each stop requir 
$5,000 of written and examined busines 
or a total of $50,000 to reach Havana, 

This contest on submitted business j 
being followed in April by an archer 
contest featuring paid business. A bull: 
eye is made when a total of $25,000 
paid business has been submitted. Pro- 
vision is made on the target for the 
registration of each $1,000 of that tota 

These campaigns and others whic 
are contemplated all key into the form: 
tion of a “Golden Fifty Club,” on whic 
the golden anniversary celebration wil 
focus. The “Golden Fifty Club” is mad 
up of five classes of 10 men each. A 
classifications are based on first yea 
cash premiums, and they provide equa 
opportunity for the large underwriter 
and small one, for the new man and 
the old. 


COMMITTEE CONSIDERS 
RESTATEMENTS OF LAW 





A special committee of the America 
Life Convention headed by Andrew D 
Christian, counsel for the Atlantic Lite 
Richmond, Va., met at Philadelphia las 
week to consider restatements of vari: 
ous laws affecting life insurance as con- 
tained in the proceedings of the Amer- 
ican Law Institute. 

Other members of the special con- 
mittee were Frank W. McAllister 
counsel for the Kansas City Life an¢ 
chairman of the Legal Section oi the 
American Life Convention; Charles ! 
Welliver, American Central Life, Ind 
anapolis; William BroSmith, Travelers 
and Claris Adams, secretary and get 
eral counsel American Life Conventior 

The restatement of the law is th 
setting forth of the fundamental pm 
ciples of law, primarily the fundamenté 
principles of the common law, with th 
hope that it may command the respect 
and attention of the courts and thw 
bring about greater uniformity and lack 
of conflict in the rulings of variow 
tribunals throughout the country. 

The work of restatement was com 
menced on June 1, 1923, and about 5 
of the leading authorities of the country 
have participated in the work. 

Mr. Welliver at the Dallas meeting 
of the Legal Section analyzed the pr 
ceedings of the American Law Institut 
as they relate to the law of insurance, 
while other members of the section als 
discussed the proceedings. The sect 
at that meeting adopted a_resolutio! 
calling for the appointment of a spec 
committee to examine the restateme' 
of the American Law Institute and tak 
part so far as permitted in the develo? 
ment of the final drafts of its resta 
ments of law. It was this special com 
mittee that met in Philadelphia. 


Holden Addresses Congress 
Charles R. Holden, vice-president © 


the Union Trust Company of Chicag® 
was added to the list of speakers at ™ 
Chicago Life Underwriters Associat 
sales 








insurance congress this week: 
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THE NATIONAL UNDERWRITER 


The World’s Greatest Insurance Paper 


THE LIFE EDITION 


Usually 36 pages per week (4 newspaper columns wide). 
Regular offices at Chicago, New York, Cincinnati, Indian- 
apolis, Atlanta and San Francisco, with Special Local Depart- 
ments for 200 LOCAL CORRESPONDENTS: 


Eastern States 

Mississippi Valley 

Southern Field 

Pacific Coast and Mountain 


OTHER DEPARTMENTS 


Personal Glimpses of Life Underwriters 
Life Agency Changes 

In the Accident and Health Field 

News of Life Underwriters’ Associations 


News of Life Policies (Weekly Supplement to Unique Manual- 
Digest and Little Gem Life Chart) 


With Industrial Men 
As Seen from New York 


Modern Business Getting Methods (Several Pages Each 
Week) 


SPECIAL NUMBERS EACH YEAR 


The only paper which publishes (early part of each year) Life 
Insurance by States 


Earliest Statistical Compilations from Annual Statements 
National Life Convention Dailies (3-60 pages each) 


Life Payments Localized (Great Annual Compilation of 
Claims Paid by Cities and States). Single copy, 75 cents. 


American Life Convention 
Life Presidents’ Association Convention 


An All-Life weekly news-magazine (Fire and Casualty in separate 
edition) dealing with life insurance in all phases — news, statis- 
tical, salesmanship and educational, personal, inspirational — 


at $3.00 per year 
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HICAGO AGENTS OF 
THE TRAVELERS MEET 


(CONTINUED FROM PAGE 5) 


this car purchase led to the purchase 
of a $50,000 ordinary life contract and 
later to a $50,000 term policy on the 
same man. “There is nothing unusual 
about this method of writing business,” 
Mr. Fertig said. “I simply take ad- 
vantage of the information I receive 
from buyers of general casualty insur- 
ance and use it in, selling life insur- 
ance to the same men.” 
Stresses Living Values 


R. Y. Sanders had for his subject, 
“How I Develop a Better Clientele and 
Write Larger Size Policies.” He told 
how he keeps records of all the insur- 
ance he knows his clients to have, how 
he programs their insurance and how 
he stresses his clients’ living values in 
telling the insurance story. He said he 
finds it a better plan to talk to a man 
in terms of an income from age 65 on 
than in terms of insurance income for 
the client’s wife after the client has 
died. He said an important thing for 
every agent to do is to help a pros- 
pect to budget his insurance so that 
the premiums do not all come due at 
once. Through budgeting it is possible 
to spread premium payments over the 
year in such manner that the buyer of 
insurance does not find himself strained 
at any time of year to pay the premium. 

Carl Odell a Moore, Case, Lyman & 
Hubbard, in speaking on the subject 
“How I Decide What Form and Size of 
Policy to Present,” said that unless the 
life insurance agent is in position to 
be a real insurance physician he cannot 
know what form and size of policy to 
present because he does not know what 
need the insurance is bought to cover. 
He said that until a few years ago the 
life agent was considered an “insurance 
pest” but that he has risen considerably 
above this status today. In summariz- 
ing aids to insurance selling he said 





that the banks of the country have done 
more for insurance through the life 
insurance trust and by disseminating 
general insurance educational matter 
than has any other non-insurance agency 
in the country. “The bank,” he said, 
“has educated the public to think of 
‘income ‘from’ instead of lump sum when 
thinking of settlement.” 


“Ne Apology Necessary” 


“Since when has it become necessary 
to offer an apology for making a fair 
return on money invested?” asked J. 
Lionel Haas in speaking on “How I 
Meet Mutual Competition.” He gave the 
agents some pointers to use in argu- 
ment against mutual competition, but 
advised that it always is better to for- 
get about the price of insurance and 
talk coverage. He said it is better to 
talk coverage than “service” because the 
service idea has been “worked to death.” 

W. Dower, a successful seller of 
salary allotment insurance, spoke on 
. low I Use Salary Allotment Effective- 
Vv ° 


Bloxham Makes Review 


A, considerable amount of humor was 
injected into the proceedings by the 
next speaker, Samuel W. Lull, whose 
subject was “How I Plan My Day’s 
Work and Follow Through.” The key 
to his address, as to his work, was 
“A paramount asset is enthusiasm for 
your job.” D. J. Bloxham was the last 
speaker at the morning session. He 
made a general review of the life insur- 
ance business, of the economic develop- 
ment of the United States and of cur- 
rent conditions which Travelers’ agents 
face. ; 

Major Giddings Spoke 


Harold Dyrenforth acted as toastmas- 
ter at the banquet. The only speaker 
was Major H. A. Giddings, vice-pres- 
ident in charge of casualty lines. Major 
Giddings went with the Travelers in 
1901. In 1903, the casualty premiums 
were $1,000,000. Last year they were 
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Five Is More 
Than One. 


The value of the Multiple Line 
idea in insurance has been tested and 


taken hold and agents everywhere 
today are turning to the Multiple 


“ 


greater profit idea has 





ne 


$55,000,000. Major Giddings stated that 
there were 43 home insurance companies 
in Hartford, which is now familiarly 
known as “The Insurance City.” These 
companies are receiving $2,000,000 a day 
in premiums. They have paid out 
$3,076,000,000 to policyholders. He said 
that the first policy issued in Hartford 
was in 1794 when a coterie of men 
known as the Hartford Fire Insurance 
Company, issued a contract although 
they were not incorporated. Hartford 
officials he said have endeavored to keep 
Hartford indemnity and Hartford com- 
panies on as high a plane as possible. 


Goes in Straight Path 


In speaking of the Travelers he said 
that the company does not know of any 
policy written at less than the ortho- 
dox rates nor has it any contract out 
at less than the regular commission. 
Major Giddings said that it was gener- 
ally acknowledged that business is not 
so good now as during the last six 
years. He thinks that the people have 
been spoiled because business has been 
too good and there has been too great 
prospertiy. In spite of this he said that 
business was good. People are the most 
interesting things in the world, said 
Major Giddings, and insurance men are 
dealing all the time with people. 


W. O. W.-Globe Life Suit Up 


Hearing was begun in district court 
at Lincoln, Neb., Monday on the merits 
of the injunction suit brought by a 
group of members of the Woodmen of 
the World to force the Globe Life of 
Omaha to hand back to the fraternal 
order certain securities it has put up 
with the state department of insurance 
and attacking the action of officials ot 
the order, who are also officers of the 
Globe, in using Woodmen funds to 
purchase practically all of the capital 
stock of the legal reserve company. The 
cfficers cite as their authority the action 





of the national convention of the 
Woodmen at Los Angeles, which cov- 
ered all they have since done in the 
use of fraternal order money, the plain- 
tiffs replying that the convention lacked 
the power to make such disposition of 
member funds. The hearing is expected 
to last a number of days. 











NEWS FROM NEW YORK | 














Over 700 New York representatives 
of the Equitable Life of New York 
gathered at the Hotel Astor, Tuesday 
evening, for a diner given in honor of 
Frank H. Davis, agency vice-president. 
The dinner marked the conclusion of 
a special three-month campaign in 
honor of Mr. Davis and during the 
first quarter these metropolitan agen- 
cies, combined, paid for $47,000,000 of 
new business. The Equitable board of 
managers for the metropolitan district, 
of which Theodore M. Riehle is presi- 
dent, directed the testimonial campaign 
and gave the dinner. Mr. Davis re- 
sponded briefly to the tribute, thank- 
ing the men for their great production 
and pointing to this record as illustra- 
tive of generally satisfactory business 
conditions. 

Ss x. 

Evidencing the popularity of the an- 
nuity contract, when offered in attrac- 
tive form, the Equitable Life of New 
York reports that a remarkable total 
of new business has been secured thus 
far this year on its new special refund 
annuity. Up to April 7 the home office 
received 65 applications, calling for 
single premiums totaling $655,463, and 
of these, 23 applications for $166,163 
were received in the week ending April 
7. This is cash income, attracted to 
the home office by the appeal of the 
guaranteed annuity contract in just a 
few weeks and on a form just issued. 





A BOOK ABOUT OURSELVES | WRITTEN FOR You If 


Lines. 


Five is more than one. 


Count 


the profit, then, when you sell five 


lines to a customer instead of one. 


Agents of the Affiliated Continental 


Companies have at their disposal a 


great service plant. 


ploying it. 


Are you interested? 


agency department and receive com- 


plete details. 


CONTINENTAL CASUALTY COMPANY 


CONTINENTAL ASSURANCE COMPANY 


H. G. B. ALEXANDER, 
910 South Michigan Avenue 


CHICAGO, ILLINOIS 


The Affiliated Continental Companies write 
practically all forms of Insurance and Surety Bonds 
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0. B. Seiten, Bern 
in the West, Went to 
the East to Succeed 


HEN Will Rogers, widely known 

cowboy-humorist-author, and self- 
styled “ambassador without portfolio” 
asserted, not long ago, that the popular 
song “California, Here I Come” has 
been adopted as Iowa’s state anthem, 
je may have been right, as regards 
most lowans. But not so in the case 
of Osceola B. Jackman, newly appointed 
super'ntendent of agencies for the Bank- 
ers Life of Iowa. 

Mr. Jackman is one resident of the 
Hawkeye state who has just reversed 
the usual order of things. Born in Cal- 
ifornia some 60 odd years ago, he de- 
serted the state of boosters, movie stars, 
climate and “shakes” after a residence 
of but nine years and has passed the 
remainder of his life in Iowa, with only 
a casual visit now and then to the state 
of his nativity. 

Named After Indian Chief 





Mr. Jackman was named for an Iowa 
Indian, chief, Osceola, who befriended 
his parents when the covered wagon car- 
avan of which they were a part was 
menaced by hostile redskins while en 
route to the newly discovered California 
gold fields in the late °50s. 

Mr. Jackman has spent practically 
his entire active business career in the 
life insurance business as salesman, gen- 
eral agent and more recently as home 
office executive. He joined the Bank- 
ers Life as a regional sales manager in 
1918. In six years he set a record of 
accomplishment which won him the pro- 
motion to assistant sales manager in 
1924 and tock him to the home office 
in Des Moines. Two years later he 
was named assistant director of agen- 
cies. Early in the month of April of 
this year, his good work was further 
rewarded when the title of superin- 
tendent of agencies was bestowed upon 
him. 


Ne Slowing Down With Jackman 


Hale and hearty at an age when most 
men are beginning to “let up” and take 
life easy, Mr. Jackman’s activity and 
great energy are the marvel of his as- 
sociates in the Bankers Life. He is, in- 
variably, one of the first to arrive at 
the office in the morning. He manages, 
seemingly without effort, to keep two 
secretaries going at top speed through- 
out the day, striving to keep pace with 
his own stupendous capacity for work. 

Mr. Jackman will continue to serve 
as “first lieutenant” to W. W. Jaeger, 
vice-president and director of agencies, 
and will direct the activities of the 
Bankers Life’s four assistant superin- 
tendents of agencies covering the com- 
pany’s field of operations, in addition to 
serving on the agency committee. 


C. W. Martindale Resigns 


C. W. Martindale, vice-president of 
the Midland National Life of Water- 
town, S. D., in charge of agencies, has 
resigned effective May 1. He has not 
announced his plans for the future. 


Made Home Office Supervisor 


Charles E. Turner, for some time in 
the home office of the Columbia Life of 
Lincinnati, has been made home office 
supervisor and will be in the field here- 
alter developing new agencies for the 
company. 


Register Life Has Biggest Month 


: March, 1928, was the largest month 
- the matter of approved business for 
_ Register Life in the company’s his- 
ory. The total was $664,677, as com- 
pared with $411,791 last year. The best 
Previous March the company ever experi- 
pp was in 1926, when a total of $657,- 

was recorded. Business for the first 
duarter shows a 63 percent increase over 





‘usiness for the same period last year. 














ROYAL UNION LIFE 





INSURANCE COMPANY 


DES MOINES, IOWA 











Royal Union Life Building 


Cor. Seventh and Grand Ave., 
Des Moines, Iowa 





READY 
FOR 
NEBRASKA 


An excellent opportunity for a 
capable and experienced life 
agency organizer! 


For the man who can satisfy 
our requirements we now offer 
the State of Nebraska under a 
money-making general agency 
contract. Write us. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 

















COLORADO——ILLINOIS 


“INDEPENDENCE FOR DEPENDENTS” 


ARKANSAS—CALIFORNIA 





Request details for our remunerative contracts for 
AGENCY MANAGERS FOR ILLINOIS — MICHIGAN — OHIO 


You will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


134 North La Salle Street, Chicago 


O. W. JOHNSON, President 


S. W. GOSS, Vice-President and Agency Director 


INDIANA——IOW A——-KANSAS———KEN TUCK Y———-MICHIGAN———-MINNESOTA 


VAS VUdAN——IUNOsSsIN 


OHIO——-OREGON—-—-PENNSYLVANIA——-TEN NESSEE——VIRGINIA——W ASHINGTON——WEST VIRGINIA 














George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Address 


ERNEST C. MILAIR, Vice-President and Secretary 
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NYLIC INCENTIVES and AIDS TO SUCCESS 














New York Life Agents 
Paid for 











927 Million Dollars 


of NEW BUSINESS DURING 
THE YEAR 1927 


This is the largest total secured by Nylic 
Agents in any year in the Company’s his- 
tory, exceeding their record for 1926 by 


$27,000,000 


The Company’s total insurance in force on 
December 31, 1927, was over Six and a 
Quarter Billions, viz., 


$6,285,800,000 


In their service to the public, Nylic Agents 
continue to prosper and to forge ahead to 
greater achievements. 


“Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 
_ and happy?” 





Square Garden 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 
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PRESIDENT DUFFIELD 
URGES CONSERVATION 


(CONTINUED FROM PAGE 3) 
ing up to standard those who are not 
now adequately producing are the most 
conducive to personnel conservation. 
And in all of the work, it is of no use 
to put the business on the books unless 
it be retained to a fair degree. 


Gives Last Year’s Results 


Mr. Duffield opened the convention 
with the official announcement of the 
year’s results and presented a volley of 
figures such as only the two leaders 
of the country can issue forth. Final 
returns for 1927 showed that the Pru- 
dential paid for $1,495,000,000 new in- 
dustrial business, an increase of $191,- 
000,000 over the 1926 figure. Ordinary 
paid for was $1,112,000,000, an increase 
of $27,000,000. The total business paid 
for was $2,608,000,000, an increase of 
$218,000,000. New group business was 
$69,000,000, bringing the total group in 
force to $539,814,000. Total industrial 
insurance in force is now $6,190,000,000, 
the largest total of any company in 
the world and the Prudential’s gain in 
industrial debit last year was about 10 
percent greater than its nearest com- 
petitor. Ordinary in force is now $5,- 
470,000,000, an increase of $517,000,000. 
Total insurance in force is $11,668,000,- 


000. 
Discusses Future Building 


In discussing the manner of building 
for the future, Mr. Duffield said that 
it is not a matter of developing ‘greater 
individual records, nor is it a matter 
of forcing an increase in the total. The 
great problem is to bring up the aver- 
age standard and to see that each is 
doing his share to improve that aver- 
age. He urged the men in the field 
to devote particular attention to the de- 
velopment of ordinary and group busi- 
ness during 1928 on this basis, point- 
ing to the large number who were not 
only below the average production, but 
were at such a low mark that their 
interest in the work must certainly lag. 
Mr. Duffield was emphatic in his state- 
ment that he did not want high pres- 
sure methods used, nor did he seek 
greater totals for the sake of new 
high records. The Prudential desires a 
greater 1928 for the interests of the in- 
suring public and for the improved mor- 
ale of the agency force. 


Low Producer Drops Out 


He said that the agent who is pro- 
ducing only a few thousands of ordinary 
business is very likely one who will not 
long remain in the field, for the de- 
velopment of that phase of the busi- 
ness is an important gauge of his inter- 
est and effectiveness. Furthermore, it 
is a matter of personal livelihood, for 
this additional production is what makes 
him financially satisfied. Thus the great 
problem for the agency managers is 
to take in hand those whose production 
has fallen below the average and help 
them to improve their individual rec- 
ords. Keeping in mind the average, in- 
dividual training and educational work 
is the essential. Mr. Duffield said that 
today life insurance has entered upon a 
new plane and the ignorant agent can- 
not hope to gain a permanent place in 
the field. Education is essential and 
the agency leaders should take the lead 
in presenting this to the agents. 


Lapse Ratio Worse 


Speaking of the conservation of bus- 
iness, Mr. Duffield urged that renewed 
efforts be directed towards this great 
and growing problem. He said that he 
realized that there are some very defi- 
nite factors that are uncontrollable, such 
as unemployment, changing values of 
the dollar, extravagance and its tempta- 
tions and many others, but beyond all 
of these there is a very definite con- 
servation work that can be done by 
the agent to keep in force his business. 
It was shown that during 1927 the lapse 
rate took a turn for the worse and the 
early months of 1928 show a still more 
unsatisfactory rate, so that greater ef- 





NORTHWESTERN 
NATIONAL NEWS 


“ 


This column contains 
condensed news items 
from the weekly news- 
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Honor Roll Gain 
Over March, ’27 
is 23 Per Cent 


The Honor Roll for March, listing 
more names than either the January or 
February Rolls, showed a substantial 
increase of more than 23 per cent over 
the Roll for March, 1927. The larg- 
est percentage of increase over a year 
ago was found in the first division, 
which includes producers of more than 
$25,000 settled for business. 


Book-Cadillac Picked 
as Detroit Home for 
Agents on 1928 Trip 


The 1928 Home Office-Great Lakes- 
Detroit Convention party will stop at 
the Book-Cadillac hotel, the finest in 
Detroit, for the two days it will spend 
in the city. The party will arrive at 
noon Monday, August 27, and follow- 
ing the program events of Tuesday 
evening, its members will board spe- 
cial trains for their homes shortly 
after midnight. 


Ft. Worth Association 
Makes Noble President 


Steve A. Noble, Jr., district man- 
ager for Cravens, Dargan & Co. at 
Ft. Worth, Tex., has been elected 
president of the Ft. Worth Under- 
writers’ association. 

“Steve” is the second Cradarco 
agent to be honored in this manner, 
as W. D. Foster, district manager at 
Austin, was picked to head the Austin 
association March 2. 


— 














If all of his agents are so honored, 
complains Homer G. Hewitt, managet 
of the life department, who is himself 
president of the state association, 
there will be nobody left to write life 
insurance ! 


60 Nebraska Agents 
« Attend Annual Meet 


About 60 Nebraska agents ¢x 
changed sales ideas and experiences 
and heard the Company’s aims for the 
coming year outlined at the annual 
convention of H. O. Wilhelm & ©. 
held Friday and Saturday, March 30 
and 31, at Omaha. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


Minneapolis Mi. 
STRONG “ ” LIBERAL 
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W. L. MOODY, JR. W. L. MOODY, II W. J. SHAW 
President Vice President Secretary 
SHEARN MOODY a L. CROSS 


American National 
Insurance Company 


HOME OFFICE: 


GALVESTON, TEXAS 
$466,700,967.00 INSURANCE IN FORCE 


We Have Openings for Live Men in 


California Michigan Tennessee 
Colorado Minnesota Texas 
Georgia Missouri Virginia 
Kansas North Carolina Washington 


Kentucky South Carolina West Virginia 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group 
and Special Low Premium Plans Offering 
New and Attractive Features. 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


Agency Manager, Ordinary Department 
GALVESTON, TEXAS 









































A TOWER OF STRENGTH 


Insurance in Force 
$1,500,000,000 


EOE TS = SC, 
SURPLUS AND CONTINGENCY 
PEE cceesedwasankedensessuses 


TOTAL. LIABILITIES ..5ccccccsesess 343,000,000 
(Including Paid-up Capital) 





Interest on policy proceeds, profits, etc., 
left with the Company 
FIVE AND ONE-HALF PER CENT 


Total investments in United States securities 


exceed $168,000,000 


Dividends to Policyholders increased 
for eighth successive year 


SUN LIFE 
ASSURANCE COMPANY 


of CANADA 























forts are needed in the field to keep 
the business in force. 

In connection with the causes of lapsa- 
tion, Mr. Duffield cited the utilization of 
cash values, enticed by its accessibility 
for the demands of present day extrava- 
gances. He said that this is unfor- 
tunate and is not in accord with the 
criginal purpose of the cash value fea- 
ture. Mr. Duffield said that actually the 
cash value, particularly in industrial bus- 
iness, is so small that it is certainly 
not worth the loss in protection. He 
said that, personally, he believes it 
would be far better for the interests of 
the industrial policyholders, if this fea- 
ture could be stricken from the policy, 
though, of course, it is required by law. 
It is greatly abused, however, and many 
families are left destitute merely be- 
cause some industrial policyholder was 
tempted by extravagances of the pres- 
ent to withdraw the cash from his poli- 
cies and then let them lapse. 


Franklin D’Olier Speaks 


At the opening session Monday, fol- 
lowing the welcome by President Duf- 
field, Vice-President Franklin D’Olier 
spoke on the remarkable record of 
growth enjoyed by the Prudential and 
urged greater efforts towards | still 
greater records. He pointed out that 
while it had taken 48 years for the com- 
pany to accumulate its first billion of 
assets, the next billion would be ac- 
cumulated in four years. While it took 
39 years to put the first billion of ordi- 
nary business on the books, the next 
billion will go on the books in two 
years. He compared the company’s 
present position with the outsidé per- 
son in the game of “snap the whip.” 
Those at the center scarcely move, but 
those at the outside must step fast to 
keep the pace. 

Repeats Duffield’s Appeal 


Mr. D’Olier repeated Mr. Duffield’s ap- 
peal to the superintendents and man- 
agers to improve the average record and 
thus keep the pace now set. He said 
that if each superintendent would an- 
alyze the men under him, he would 
find some good, some excellent, but 
some in need of improvement and to 
these additional efforts should be di- 
rected. Mr. D’Olier said that efforts 
should not be directed so much towards 
developing more great individual rec- 
ords, but towards individual improve- 
ment in averages. He pointed out that 
if each man in the organization would 
increase his ordinary business only $1,000 
this year, it would mean a total in- 
crease for the company of $20,000,000 
and proportional increases of that av- 
erage increase would show proportionate 
increases in the total gain. 

Stresses New Policy 


John K. Gore, vice-president and ac- 
tuary, spoke briefly o nthe developments 
of the year in the policy department, 
stressing the value of the new intermedi- 
ate policy and the endowment policy for 
children. He also said that the 
company will soon be able to take 
up $500,000 on a single risk, through 
additional reinsurance facilities. 

Vice-President Edward Gray, who is 
in charge of purchases, commented on 
the size of the company’s transactions 
as indicated by the transactions of his 
department. He said that over 1,200 
tons of material had been used in the 
preparation of this new intermediate pol- 
icy. Mr. Gray said that during 1927 
there were over 170,000,000 forms sent 
to agents and over 300,000,000 were 
used by the company as a whole. He 
said that it is a pleasure to see these 
huge expenditures justified by the ef- 
forts in the field. 

Signs Wanamaker Check 


Mr. Gray also traced the development 
of life insurance, as exemplified in the 
ciaim department of the company. He 
told of the first few claims paid by the 
Prudential, small policies to workers, 
and then told of signing a check for 
$1,000,000, as part payment of the Rod- 
man Wanamaker life insurance, exem- 
plar of the great proportions of the 
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business as compared with the early 
days of the company. 

Frederic A. Boyle, vice-president in 
charge of securities and accounts, spoke 
of the greatest asset the company pos- 
sesses, the man-power of the business. 
He said that this is entirely in the 
hands of the superintendents and man- 
agers and can be preserved or wasted 
as they see fit. He said that the man- 
agers should go after the men just as 
they go after business and should con- 
serve this man-power, just as they con- 
serve the business. 

Two Women Qualify 


President Duffield announced at this 
opening session that for the first time 
in the history of the company, two 
women had qualified for attendance at the 
general home office convention and these 
two were ace producers in 1927. The 
leader was Miss Helen C. Snick of 
Indianapolis, who paid for $698,500 in 
1927 and has already paid for $79,536 
in the opening months of 1928. Mrs. 
Helen D. Foster of Birmingham, Ala., 
was second, with a paid business in 
1927 of $600,550. She first took a con- 
tract with the company in December 
of 1926 and had no previous experi- 
ence. In her first year she paid for 
that total and has started her second 
vear even more auspiciously, paying for 
$236,500 thus far this year. 

Fiske Sends Congratulations 


There were several exchanges of 
courtesies by Mr. Duffield and men 
of other companies. He read a letter 
of congratulation from Haley Fiske, 
president of the Metropolitan, this be- 
ing an annual event, and was author- 
ized to send a response. He also was 
authorized to send a letter of congrat- 
ulations to David F. Houston, now pres- 
ident of the Mutual Life of New York. 
For several years prior to his election 
to that office last year, Mr. Houston 
was one of the most active of the di- 
rectors of the Prudential. 

Munsick Closes Session 


The closing address of the first day's 
session was given by George W. Mun- 
sick, vice-president in charge of agen- 
cies, who told of the excellent records 
made in ordinary production and espe- 
cially pointing to the benefits of the 
service rendered by the agency force. 
In addition to the extensive work of 
the ordinary agencies, there were 1,250,- 
000 calls made on ordinary risks by 
industrial agents and these led to much 
new business, reinstatements, correc- 
tions in policies and other improve- 
ments. Great service is rendered by 
these service calls and also by the ad- 
vertising campaign of the company, 
which is carried through mediums reach- 
ing 30,000,000 families. 

The Monday morning session was the 
only general session of the first three 
days, the balance of the time being 
given over to group sessions and confer- 
ences with the officials. This morning 
a second general session will be held, 
at which President Duffield will again 
preside and bring to a conclusion the 
four-day conference. The banquet will 
be held this evening. 





Indicted for Insurance Fraud 


The United States grand jury at Cape 
Girardeau, Mo., reported indictments 
against five persons, including a banker 
and physician of Corning, Ark., in con- 
nection with an investigation into al- 
leged insurance frauds in southeast Mis- 
souri and northeast Arkansas. Those in- 
dicted were John W. Whitehead. an in- 
surance agent of Poplar Bluff, Mo., and 
his brother-in-law, William C. Woods 
of Charleston, Mo.. arrested several 
weeks ago; S. P. Lindsey, vice-presi- 
dent of a bank at Corning, Ark.: Dr. 
S. P. Blackwood of Corning and R. F. 
Masterson, a farmer. 

In the specific case mentioned in the 
indictments the men are charged with 
having obtained life insurance on Gil- 
bert Hays of Corning, a short time be- 
fore he died. Another man was substi- 
tuted for Hays when the medical exami- 
nation was made. 
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A Far-Reaching Change 


As THE consideration of the acquisition 
cost legislation in New York progresses, 
it becomes more evident constantly that 
this matter is more than a mere actu- 
arial change or minor revision in prac- 
tice, but that it is a complete revision 
in the basis of life underwriting. Prac- 
tically every condition, practice and 
tendency in modern life insurance seems 
to be involved in the consideration of 
this measure. It is more than a change 
to the American Men Table of Mortal- 
ity and a limitation of certain agency 
expense items. It is a revision of prac- 
tices with full recognition of the many 
new phases of the business, from non- 
medical underwriting to bank agency 
solicitation of business. At the hearing 
held by SUPERINTENDENT Bena at Albany 
last week, these various thoughts were 
all brought to the fore by both company 
and agency men. 

At last week’s hearing, it was also 
evident that, for the first time in many 
years, the agents and the companies are 
at very decided loggerheads. They seem 
to have met in the open field of contro- 
versy on this issue and thus far have 
not found a way to agreement. This 
very situation was deplored by Henry 
Mor, president of the UniTep STATES 
Lirr, in his remarks at the hearing. He 
said that just 23 years ago he had stood 
on the same rostrum in Albany, ad- 
dressing the Armstrong committee, and 
it was to be regretted that this time he 
was addressing a group that represented 
agents and companies at loggerheads. 


There is one unusual fact that has 
become increasingly apparent at these 
hearings. Thus far there has been 
scarcely a spoken word from a company 
representative in opposition to the pro- 
posed change. Not that anyone seeks 
battle or unnecessary controversy, but 
it is evident that there is but little fire 
where there was but recently a great 
amount of smoke. The views of many 
actuaries and company officials have 
changed in recent years, of course. But 
there are many actuaries and officials 
who have voiced displeasure or even open 
opposition to the change as recently 
as this year—and yet have not voiced 
their views before the hearings held by 
the department. The only opposition 
voiced has been that made by the agents 
and they are vigorous in their statement 
of the case. 

The outcome of the matter is of na- 
tional interest. It is not, as local legis- 
lation might be, a local matter. As sev- 
eral have pointed out, including JuLIan 
S. Myrick, president of the NaTIonaL 
ASSOCIATION OF LiFe UNDERWRITERS, the 
companies operating in New York write 
over 80 percent of the total business in 
the United States—and these companies 
all must abide by the New York laws. 
Hence a revision in section 97 of the 
New York laws stands as a revision of 
underwriting practices country-wide, of 
interest to at ledst 80 percent of the 
policyholders, if not all. It is an im- 
portant issue and is being closely 
watched throughout the country. 


Loan Forerunner of Lapse 


A pouicy loan is always indicative of a 
lapse. When a man seeks a loan on his 
policy it can be taken as a foregone con- 
clusion that ultimately the policy will be 
off the books. This is not always the 
case, but it is so general that life insur- 
ance companies do not anticipate repay- 
ment of loans. 

Some agents, however, are very care- 
ful of their business in this regard, urg- 
ing policyholders to repay the loan and 
restore the policy to its former position. 
The loan value on a life insuance policy 
is a valuable factor, In fact, it may be 
of more practical use to a family than 
the principal sum at death. Therefore, 
in the sale of life insurance, the loan 
value should not be overlooked as a very 
strong argument. A life insurance pol- 
icy, after all, is a sinking fund estab- 
lished for various contingencies. Some- 


times a policyholder finds that his loan 
value is decidedly useful. The life insur- 
ance companies endeavor to encourage 
policyholders to repay their loans and 
some of them point out the fact that 
loans can be repaid in installments. 

One of the companies in talking of 
loans feels that an agent can exert his 
influence in three directions: First, he 
can avoid stressing the loan value in the 
sale. In the second place, he can point 
out the attendant evil when he learns of 
an impending loan and in the third 
place, he can actively further the repay- 
ment. 

The head of the house takes on a life 
insurance policy for a definite purpose. 
When he mortgages his policy he prob- 
ably defeats his end at least to some 
extent. Certainly he did not have the 
loan in mind originally. 
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Roger B. Hull, managing director of 
the National Association of Life Under- 
writers, on account of a grippy cold 
from which he was suffering, has found 
it necessary to cancel speaking engage- 
ments in Raleigh, Charlotte, Wilmington 
and Spartanburg which he was sched- 
uled to fill this week. He returned to 
his New York headquarters after an 
address at Richmond, hoping to be in 
shape to resume his speaking tour 
through the South Atlantic states by 
May 1. His present plan is to visit 
Savannah first when he starts out again 
and then to go to Jacksonville and 
Miami. Returning north he will make 
talks in Spartanburg, Wilmington, Char- 
lotte and Raleigh. 


John M. Blum, 34, for years general 
agent for the Pacific Mutual Life at 
Galveston, Tex., was found dead in a 
hotel room recently. There was a bul- 
let wound ‘in his head. 

Edmund Strudwick, Jr., who resigned 
recently as vice-president of the Atlantic 
Life, when control of the company 
passed to a group headed by President 
Edmund A. Saunders, is planning to 
leave soon on a long trip abroad. He 
will be accompanied by Mrs. Strud- 
wick. 


Albert T. Thompson, who was man- 
ager of the United States Life at 
Rochester for a number of years, died 
at the home of his son in that city last 
week. 


The Milwaukee life insurance fra- 
ternity has extended its sympathy to 
A. Galbraith Miller, assistant counsel 
for the Northwestern Mutual Life, Mil- 
waukee, whose wife died Monday night, 
following a heart attack. Mrs. Miller 
was 67 years of age. She is survived 
by her husband, four sons, and one 
daughter. 


William S. Hutchinson, one of the out- 
standing producers of the Charles B. 
Knight general agency of the Union 
Central Life of New York City, died 
recently. He was 60. He joined the 
Knight agency in 1915. His business 
showed almost continuous yearly in- 
crease, 


Dr. Frank Harnden, medical director 
of the Midland Mutual Life, who has 
been quite seriously ill and was away 
from his office for two weeks, has re- 
covered sufficiently to resume his duties. 


Henry F. Tyrrell, legislative counsel 
of the Northwestern Mutual Life, who 
has been at the Kenilworth Inn, Ashe- 
ville, N. C., since December endeavoring 
to get back his health, will leave there 
April 24. He expects to be back at his 
office May 1. Mr. Tyrrell feels in far 
better shape. 


Alfred Hurrell, vice-president of the 
Prudential, and between-times mayor of 
his home town of Glen Ridge, N. J., 
will be toastmaster at the banquet con- 
cluding the annual meeting of the East- 
ern Safety Conference at Newark the 
evening of April 26. 


— 
R. F. Rust, secretary of the Union 
Central Life, died at the Bethesda Hos- 
pital in Cincinnati on Friday of last 
week after an illness of some months, 
although his death was unexpected. Mr. 
Rust was one of the best loved mem- 
bers of the Union Central official staff 
and had spent his entire business life 
with the company, his grandfather, R. 
S. Rust, having been vice president, 
director and one of the early stockhold- 
ers of the company. Mr. Rust was born 
in Cincinnati 55 years ago and was 
educated at Ohio Wesleyan University 
at Delaware. Ohio, and the University of 
Michigan. He entered the employ of the 






























R. F. RUST 


clerk in the actuarial department and 
became _ successively receiving teller, 
paying teller, assistant treasurer and as- 
sistant secretary in 1913. In 1921 he 
was promoted to the secretaryship and 
filled that position with faithfulness and 
ability. Some time ago he went to 
Florida for his health and for the past 
month or so had been at Asheville, 
N. C. He is survived by a widow and 
two children, a son, Hubbard Rust, and 
a daughter, Mary Slade Rust. 

Mr. Rust’s illness was of an obscure 
nature, probably originating in a sinus 
trouble, which resulted in a_ nervous 
breakdown. It was not felt that it would 
prove fatal, although his family knew 
that his recovery would be an uphill 
battle and that it would be at least a 
year before he could resume his duties. 
The funeral was held Monday. 

The examiners of the Connecticut in- 
surance department tendered a farewell 
party to William M. Corcoran, who re- 
cently resigned as actuary of the 
department to become consulting actu- 
ary for S. H. and Lee J. Wolfe, New 
York. Frederick A. Norton, chief ex- 
aminer, was toastmaster. Col. Howard 
P. Dunham, insurance commissioner, 
expressed regret at losing Mr. Cor- 
coran’s services and on behalf of the 
department wished him success in his 
new association. Mr. Corcoran was 
given a traveling bag and brief case 
by his associates. 

The New York office of THE NATIONAL 
UNDERWRITER was visited last week by 
two distinguished Japanese life under- 
writers, A. Akimoto, actuary, and Dr. 
E. Chugo, medical director, of the 
Sumitomo Life of Osaka, Japan. They 
are abroad for one year, studying life 
insurance practices throughout the 
world. Dr. Chugo left Saturday of last 
week for Europe, where he will spend 
a year, chiefly in Germany. Mr. Akimoto 
will remain in this country, spending 
the first two months in Philadelphia. 
studying with Dr. S. S. Huebner, who 
recently returned from a trip to Japa, 
and developing his understanding of the 
English language. He will then visit 
various insurance centers of this coum- 
try, studying company methods, making 
his headquarters in New York City, 
with the Sumitomo Bank. They have 
been in the United States for several 
weeks and have already secured com- 
siderable understanding of American lite 
insurance. 

Herbert J. Rigden, general agent for 
the Capitol Life in Denver, who ha 
been connected with the company for 
20 years, was found dead in his home 
there last week. His wife was visiting 
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no marks to indicate that it was mur- 
der, yet there was a bloody stool and 
flashlight alongside of the body. An 
autopsy was performed. Mr. Rigden 
was a splendid insurance man and finan- 
cially independent, according to Presi- 
dent Clarence J. Daly of the Capitol 


ife. 

That Mr. Rigden died from the ef- 
fect of alcoholic poison, superinduced by 
a chronic ailment of the heart, was 
the showing of an analysis made by Dr. 
W. S. Dennis, pathologist to the district 
attorney. 

Frank H. Sykes, vice-president of the 
Fidelity Mutual Life, was injured a few 
days ago in an automobile crash at the 
intersection of two streets in Cynwyd, a 
suburb of Philadelphia. His forehead 
was gashed, the right side of his face 
badly bruised and his back and neck 
wrenched. Mr. Sykes was taken at once 
to Bryn Mawr Hospital. 


W. C. Ince, assistant secretary of the 
Bankers Life of Iowa, will leave Des 
Moines April 21 to visit Barbados, West 
Indies, where he was born and spent 
the first 24 years of his life. En route 
he will visit his daughter in Detroit, and 
will embark for Barbados from New 
York. He plans to return to Des 
Moines June 4. Mr. Ince has been 
with the Bankers Life for 32 years and 
is the oldest home office employe. 


John V. Sees of Huntington, Ind., 
president of the Mississippi Valley Life 
and general counsel for a number of in- 
surance companies, has joined a new 
law firm, composed of Arthur H. Sapp, 
president of Rotary International, and 
Burr H. Glenn, besides himself. 


Emil J. Guenther, 59, former actuary 
in the Wisconsin insurance department 
for four years, died at his home in Mil- 
waukee of pneumonia. He had been in 
ill health for more than a year. 
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CARROLL SCOTT PROMOTED 





Well Known Reliance Life Man Is 
Sent to Richmond as Virginia 
Agency Organizer 





Carroll T. Scott, agency organizer of 
the Tidewater department of the Re- 
liance Life of Pittsburgh, is appointed 
agency organizer of the Virginia depart- 
ment with headquarters in Richmond. 
Mr. Scott contracted with Reliance Life 
Aug. 1, 1925, as an agent in the Tide- 
water department and wrote a very good 
volume of business. Before entering in- 
surance he was a high school instructor. 
During his first contract year with Re- 
liance Life he produced $200,000 of 
business. In his second contract year 
he made the Quarter Million Perfect 
Protection Club. He was appointed 
agency organizer to assist Supervisor R. 
J. Alfriend in the Tidewater department, 
January 1, 1928, 





APPOINTED KENTUCKY AGENTS 





Snyder Brothers General Agency to 
Handle State Agency of North- 
western National Life 





The Northwestern National Life has 
annonuced the appointment of Snyder 
Brothers General Agency of Louisville, 
as state agents for Kentucky. 

; Snyder Brothers General Agency has 
ong been established in the fire and cas- 
ualty business, and more recently insti- 
tuted a life department which has al- 
ready written considerable business. 
he agency felt that the complete equip- 
ment furnished its agents by the North- 
Western National Life would aid in car- 
rying out its plans for the expansion of 

its life department. 
€ firm is composed of Frank G. 
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Linked up with The Lincoln National Life 








They Have No 
Empty Weeks 


NUMBERED among the long list of aggressive 

producers of the agency organization of The Lin- 
coln National Life Insurance Company are fifty men 
who have a record of producing business regularly for 
fifty consecutive weeks or more. 


Giants Among Men 


They need no further acclaim, 
those persistent fellows who 
never come home from the 
hunt with an empty game 
bag; who, by some deter- 
mined use of their resource- 
fulness, always make their 
quotas; who never end the 
search until what they sought 
is found. 


It would be futile to attempt 
to honor them here, more 
than they have honored them- 
selves, yet as a record of their 
accomplishment, we say this 
word about those outstanding 
men, numbered among the 
Gold Seal Members of Lin- 
coln Life’s Consecutive Week- 
ly Production Club. 


Sometimes it has meant gen- 
uinely heroic measures to 
keep their coveted places on 
the list. Sometimes it has 
meant even leaving the bed of 
sickness, lest that persistent 
record lapse. Sometimes ill 
luck has fought with un- 
daunted courage to even the 
last hour of the last day, be- 
fore the turn when fate re- 
lented. There is romance, 
respect compelling history, 
sturdy virility, and the gold 
and. iron quality called de- 
ndability, back of the keep- 
ing of these names on the roll 
call of giants among men. 


Of this group one man has not 
failed for fourteen years. 


More than thirty are Gold Seal 
members of the Consecutive Weekly 
Production Club with a record of 
more than two years of steady pro- 


duction. 








To its dependable agency organ- 
ization this aggressive, progressive, 
friendly company gives credit for 
its rapid and substantial growth. 


“To its fellowship are welcomed 
new men who can measure up to 
Lincoln Life ideals and oppor- 
tunities. 


The Lincoln National Life Insurance Company 


Ft. Wayne, Indiana 


Insurance in Force, more than 520 Millions 
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Trust Agreements 
Create New Business 


Largely on the merits of 
the trust agreements offered 
by the Connecticut General, 
an agent of the Company recently secured 
an application for $100,000 from a man 
with a large amount of insurance in force 
who believed he had all he needed. 





This is only one of the many instances 
where the Connecticut General trust set- 
tlement service is bringing in business. 


This service is available to brokers. For 


information, write to 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 








7 WANTED 


Three (3) good agency organi- 
zers; one for each of the following 
named states: --- Iowa, Missouri 
and Kansas. Unless you can sell 
Life Insurance successfully and 
acquire agents, who can produce, 
do not apply. Company is loca- 
ted in the Middle West. 

For further information address 
The National Underwriter, 
D-99 
Chicago, Illinois 

and give references. 























Snyder, B. Goff Snyder, and Robert W. 
Snyder. Robert W. Snyder will devote 
his special attention to the development 
of the life department. 


C. H. Smolens, E. W. Wirkman 


The Philadelphia Life announces the 
opening of a general agency under the 
supervision of Emanuel W. Wirkman 
and Charles H. Smolens with offices at 
505 Witherspoon building, Philadelphia. 
Mr. Wirkman has had a general agency 
with the Philadelphia Life for about 
eight years. 

30th Mr. Wirkman and Mr. Smo- 
lens are Philadelphians and friends of 
long standing, both having attended the 
University of Pennsylvania. Since grad- 
uating he has devoted himself to the 
field of insurance and will continue to 
devote his time to his rapidly growing 
general insurance business. 

Mr. Smolens became a life under- 
writer following several years of teach- 
ing mathematics in the Philadelphia 
high school. Prior to his teaching ex- 
perience, Mr. Smolens was associated 
with the American Red Cross in re- 
habilitation work. 

Mr. Smolens will have complete 
charge of the life insurance work of the 
new general agency. He has had con- 
siderable experience in training and de- 
veloping new men and will devote his 
entire energy and effort toward build- 
ing an agency force. 


Harry J. Longwell 


Harry J. Longwell has been appointed 
manager of the National Life, U. S. A., 
for Louisiana with headquarters at New 
Orleans. For 14 years he was asso- 
ciated with one life company, being 
agent, manager, assistant secretary and 
vice-president of the Life & Casualty of 
Nashville. 


E. L. McClure 


E. L. McClure of Corpus Christi, 
Tex., has taken a position as supervisor 
of the Northwestern National Life for 
south Texas, under the jurisdiction of 
Cravens, Dargan & Co. of Houston, 
state managers. 


C. H. Jackson 


C. H. Jackson has joined Newton E. 
Turgeon in the management of the 
suffalo, N. Y., agency of the Union 
Central Life. Hereafter the office will 
be known as the Jackson-Turgeon 
agency. The agency has taken larger 
offices in the Walbridge building. Mr. 
Jackson for the last four years has been 
superintendent of agents for the Scranton 
Life of Scranton, Pa., and for a number 
of years previously was identified with 
the agencv department of the Security 
Mutual Life. 


D. B. Aycock and W. T. Scott 


The Lamar Life of Jackson, Miss., 
has appointed D. B. Aycock as man- 
ager for northwestern Arkansas, with 
headquarters at Jonesboro. He _ has 
been district manager at Vicksburg, 
Miss., since September, 1923. He will 
have his office in the American Trust 
building at Jonesboro. W. T. Scott, 
who was associated with Mr. Aycock 
at Vicksburg, has been made district 
manager. . 











Thomas Looman 


Thomas Looman has been appointed 
district agent for the Pacific Mutual 
Life in Tacoma, Wash., by James 
Branigan, general agent for the com- 
pany in Seattle. Offices in Tacoma 
have been opened at 717 Washington 
building. 





F. D. Baldwin and W. F. McTigue 


The Federal Union Life of Cincinnati 
has established an office at Washington, 
D. C., with F. D. Baldwin as manager. 
He was formerly connected with the 
Provident Mutual Life at Wilmington, 
Del. The Federal Union has also 
opened an office at Pittsburgh with 
W. F. McTigue as manager. He was 





formerly with the Ohio National Life 
at Cincinnati, interested in promoting the 
savings bank plan. 


Fred W. Ross 


The Sun Life of Canada has appointed 
Fred W. Ross as manager of the cen- 
tral Washington division, with head- 
quarters in Yakima. Mr. Ross is 
president of the State Life Underwriters’ 
association and one of the largest 
producers of insurance in the Yakima 
valley. 





J. G. Weldon 


J. G. Weldon, formerly with the 
American Central Life in northern 
Colorado, has been appointed Colorado 
manager for the Montana Life. 


D. J. Hibbard 


D. J. Hibbard has become agency 
superintendent in Portland, Ore., for 
the Capitol Life of Denver. In this 
capacity he takes over the work form- 
erly handled by W. E. Hibbard, his 
brother, who is now state manager for 
the Capitol Life. New offices for the 
Capitol agency have recently been 
opened in the Terminal Sales building. 


W. G. Batchelder 


W. G. Batchelder, associate manager 
in the John R. Irby general agency of 
the Prudential in Cincinnati, has re- 
signed and will continue in the business 
in the east, probably at Philadelphia or 
New York. 


Wallace E. Porter 


Wallace E. Porter of Kansas City has 
been appointed general agent of the 
Mutual Trust Life in that city. He has 
been a salesman and organizer, having 
made a success of his work. R. H. Por- 
ter has taken over St. Louis territory 
He was named as Kansas City general 
agent, but has been shifted now to the 
other big Missouri city. 


A. R. Bunge 


The Reliance Life has opened an office 
at 614 Provident building, Tacoma, 
Washington, with A. R. Bunge, for- 
merly with the Northern Life, as dis- 
trict manager. 


P. B. Duren 


P. B. Duren has been appointed gen- 
eral agent at Seattle for the Interna- 
tional Life. His offices are in the Mc- 
Dowell building. Mr. Duren was one 
of the founders of the Seattle Life Un- 
derwriters Association. 




















E. H. Miller 


E. H. Miller, who has been with the 
Reliance Life for 11 years as super- 
visor and general agent, has gone with 
the Bank Savings Life of Kansas. He 
will be engaged for that company in 
some special work in Kansas for the next 
few months, after which he will become 
general agent in Kansas. 











EASTERN STATES 


AGENCY SCHOOL IS SUCCESS 











Midland Mutual Life Concludes Two 
Weeks’ Session in Clevaland— 
Hold Next One in June 





The Midland Mutual Life, which 
trying out this year the plan of regional 
schools for new agents, met with such 
success in the first school of the kind. 
just concluded at Cleveland, that the 
plan will be adopted as a regular policy. 
That school continued for two week? 
and was attended by 18 new salesme® 
from the agencies of R. A. Tuttle and C 
E. Schaad of Cleveland, E. O. Mowret 
of Akron and H. D. Michel of Canto® 
It was required that all agents attending 
this school must have taken the com 
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pany’s correspondence course and must 
have been soliciting for at least two 
months. The school was conducted 
by J]. A. Hawkins, manager of agencies; 
J. G. Monroe, superintendent of agen- 
cies; Russell S. Moore and Herman O. 
Tice, supervisors, assisted by Peter Os- 
terhus, formerly connected with the 
Carnegie school. 

Dr. W. O. Thompson, chairman of 
the board and former president of the 
company, spoke at the dinner which 
concluded the school. The next school 
will be held in June at either Columbus 
or Springfield. 





NEW CONNECTICUT ACTUARY | 


Russell O. Hooker Leaves the New 
York Department to Take Higher 
Place in Hartford 


Russell O. Hooker, assistant actuary 
of the New York insurance department, 
has been appointed to succeed William 
M. Corcoran, who recently resigned as 
actuary of the Connecticut insurance de- 
partment. 

Mr. Hooker will join the Connecticut 
department on May 1, on which date Mr. 
Corcoran will become consulting actuary 
for S. H. & Lee J. Wolfe, New York. 
He has been with the Connecticut de- 
partment for five years. 

The new actuary is a native of Water- 
town, N. Y., where he was born in 1898. 
He is a direct descendant of Thomas 
Hooker, the founder of Hartford. His | 
ancestors left Connecticut about 100 
years ago to settle in New York state. 

Mr. Hooker is a graduate of Cornell 
University in the class of 1920. His 
first experience in the field of insurance 
was with the Sun Life of Montreal, 
where he remained for three years. =| 





next filled the post of assistant actuary 
of the Massachusetts department, leav- | 


| held in 
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ing on Jan. 1 of this year to accept a 


similar position with the New York de- 
partment. He is a member of the 
Actuarial Society of America. 


Hartford Actuaries Club Meets 


At the monthly meeting of the Actu- 
aries Club of Hartford, attended by 22 


| members, W. N. Bagley, assistant actu- 


ary of the Travelers, presided and led 
the discussion of questions likely to be 
presented in the examinations of the 
Actuarial Society of America, soon to 
be held. 

Gladstone Marshall of the Connecti- 
cut Mutual Life was elected second 
vice-chairman for the meeting to be 
in May. J. S. Elston of the 
Travelers will be chairman and A. T. 
Bunyan of the Phoenix Mutual Life, 


| first vice-chairman. 


Holds Novel Celebration 


Jack Berlet, manager of the Philadel- 
phia office of the Guardian Life, cele- 
brated the company’s 68th birthday in 
a novel fashion. He sent out a letter 
saying that a surprise bag awaited the 
recipient on the day of the celebration. 
On the appointed day 591 persons came 
in for their surprise bag. When each 
person entered the office he was asked 
to sign his name and address. An ex- 
cellent prospect list was developed, for 
as Jack Berlet puts it, “One good call 
deserves another.” 





Sun Life in Connecticut 


The Sun Life of Canada has 
licensed in Connecticut. 

It is the largest life company incor- 
ported outside of the United States. It 
has admitted assets of more than $400,- 


been 


000,000. It writes business in almost 
every part of the world. It is now 
licensed in 27 states in the United 
States. 
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NEBRASKA BUSINESS STEADY 





Increases Shown in Rural Districts and | 
Smaller Towns—Crops Still Held | 
Show Purchasing Power High 





LINCOLN, NEB., April 19.—Life 
insurance general agents report a grad- | 
ual but steady increase in policy writ- 
ings, more particularly in the rural dis- 
tricts and the small towns. In the larger 
cities business generally has been sea- 
sonably quiet, and the influence of 
larmer-owned money now being released | 
into circulation is being felt in the | 
smaller trade centers. The general 
agents believe there will be a steady in- 
Crease for the next three months at 
least, after which everything depends on | 
crop conditions. Wheat is now looking 
good, in spite of a winter in which little 
snow fell in most sections of the state. 
With seasonable rains to June 1 the crop | 
Promises to run close to the record yield 
ot 1926, which was 76,000,000 bushels, | 
with a farm value of nearly $100,000,000. | 

State crop bureau reports as of March | 
1 show 11,000,000 bushels of wheat still | 
on the farms. This is only 15 percent 
of last year’s big crop, but is over 25 
percent of the average crop. 

Farmers Still Hold Corn 


About 48 percent, or 140,000,000 
bushels, of the 1927 corn crop remains | 
in producers’ hands, and the price is 
steadily mounting. Low prices have re- 
sulted in hogs being kept for longer 
breeding periods, while high prices for 
oa lessened the usual retention for fin- 
ishing of cattle on feed. Of the oat 
frop, 39 percent is still owned by the 
larmers, 

: All these figures, coupled with those 
indicating live stock movements, show | 
‘at around $200,000,000 of the 1927 grain | 
and live stock production values are stil! 
© be expended, and will be spent within | 
the next six months. } 





| Vear. 
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LIFE DEPARTMENT TO MOVE 





W. A. Alexander & Co. Chicago, Agency 
Firm, Contracts for More Space 
in Present Home 





W. A. Alexander & Co., Chicago, has 
contracted to occupy the entire sixth 
floor of the building at 134 South La 
Salle Street, in which it now has of- 
fices on the seventh and eighth floors. 
About the first of June the entire life 
and casualty agency forces wil move 
to larger and more modern quarters on 
the sixth floor of the building. The new 
space will be equipped with a complete 
medical department and with private 
offices for the larger producers. This 
vear the agency, which represents the 
Penn Mutual Life for life insurance, 
will occupy only half of the sixth floor 
space, and will occupy the other half 


next year. The life department will 
have an agency conference room and 
also will be completely equipped to 
handle brokerage business. Two men 


will be detailed exclusively to the brok- 
erage department. For the present the 
underwriting and directorial offices of 
the firm will remain on the seventh 
floor. 





K. C. Life Basketball Team Tops 


The Kansas City Life basketball team 
won the Kansas City championship this 
The team also made a fine show- 
ing in the national amateur athletic 
The team played 16 games 
and lost only two. It later defeated 
one of the teams to-which it lost a game 
early in the season. 





Sell Single-Pay Policies 


Nebraska life insurance men report a 
considerable growth in interest in single- 
pay policies, which is traced to the fact 
that over 200 banks in that state have 





Round Out Your Service 


Here’s a policy that will back up every talk- 
ing point of company and service. Think it 


over: 
Any natural death .......... $ 5,000 
Any accidental death 10,000 
Certain accidental deaths .... 15,000 
Aceident Benefits ..... $50 per Week 


(Non-cancellable) 
Also Disability Income, Waiver 
of Premiums, etc. 





| ALL IN ONE POLICY | : 





You can see how worthy such a contract is 
in the hands of a progressive agent and we 
invite you to give serious consideration to 
the United Life “Policy You Can Sell.” 


There may be an opportunity in your town. 
Our Vice-President, Eugene E. Reed, will 
tell you all about it. Write him direct—and 
directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord New Hampshire 
; ’ 
| Inquire! Ul 














Builders of Business 


If you have not used Kaufmann Systeman Security Holders you have 


a pleasant surprise awaiting you. For Kaufmann wallets will help 
you build business just as it is building business for hundreds of 
others. 

Until you have used it to deliver those extra policies you have not 
made use of the biggest dollar for dollar life insurance business 
builder on the market today. 


The standard size is $2.25 and the large size, $3.15. Quantity rate 
gladly furnished on application. Other wallets from 65¢ to $5.00. 


For Sale by 
The National Underwriter Co. 


1362 Insurance Exchange 
CHICAGO, ILL. 


420 E. Fourth St., Cincinnati 80 Maiden Lane, Room 613, New York 
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How do you play 
Insurance? 


EVERY now and then, we hear some “man on the 
street” remark that he is “in the life insurance 
game,now.” 


WHICH probably means that he doesn’t know 
whether he is going to win or lose, but he is 
willing to pick up a rate book and give it a whirl. 


AND it surely is a game if all you have is a rate 
book. 


BUT add to it a generous quantity of A‘tna sales 
helps and Whatley codperation and you have a 
life insurance business—a good business. 


ANY one of our men will tell you that the business 
idea has much r endurance and is a lot 
more enjoyable a short-winded frolic. 


T. W HAT LE Y 


General Agent for the 
72tma Life Insurance Company 
Hartford Connecticut 


230 S. Clark St. 


Ss. 


Chicago, IIl. 
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We have eqenings in Ala., Ark., Dela., D. C., Fla, Ga., Ill, Ia., Kans., Md., Mich., 
inn., N. M., N. C., Okla, S. D., W. Va. and Wyo. 


Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 


Age Limits from 0 to 60. : ' 
Policies for substantial amounts (up to $5,000) for Children on variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 
terly premium plan. : 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. Towers 

Double Indemnity and Total and Permanent Disability features for 
Males and Females alike. ; 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 




















REMEMBER 


the story about Duck Eggs? Why the demand 
for them is negligible? Well, when a duck 
lays an egg it keeps mum about it while a 
chicken having performed the same operation 
“cluck clucks” all over the place—and the story 
says you eat the chicken’s product because she 
advertises. 


ADVERTISING 
PAYS — 


Adjusters need advertising. The Independent 
Adjusters’ column is your opportunity—rates 
are unusually low—inquire. THe Nationat Un- 
DERWRITER, Chicago. 











failed in the last six years, following a 
three-year period when heavy invest- 
ments in stocks caused tremendous 
losses to farmers and small business 
men, Some of the companies are urg- 
ing agents to concentrate on this form 
of policy where people of considerable 
means are prospects, urging also the 
argument that with interest rates on 
good securities declining, the single-pay 
policy offers great attractiveness. 





Ends Third Agency School 


The Bankers Life of Nebraska has 
just ended its third school for agents, 
held at its home office, with a banquet 
at which A. Olson, agency man- 
ager, presided. Sixteen agents, some 
coming from Portland, Ore., and some 
from Detroit, attended the school. Four 
more schools will be held during the 
year, and enrollments are now being 
made. Speakers at the banquet were 
C. Petrus Peterson, general counsel; Dr. 
A. R. Mitchell, medical director, and 
F. M. Sanders, secretary. 


Dr. Huebner Addresses Elginites 


Dr. S. S. Huebner of the Wharton 
School of Commerce and Finance at the 
University of Pennsylvania addressed a 
group of about 170 life insurance men 
and local business men at Elgin, IIL, 
last Thursday evening. Dr. Huebner 
had spent his eastern vacation with his 
mother at Manitowoc, Wis., and ac- 
cepted the invitation of the Elginites to 
address them on life insurance. The 


meeting was under the direction of 
George Underhill of the Connecticut 
Mutual Life, who acted as presiding 
officer. 





Equitable Offices Start Moving 


The cashier and medical departments 
of the Equitable Life of New York ex- 
pect to move into their new quarters 
in the State Bank of Chicago building 
on Friday of this week. Most of the 
Equitable agencies will move into the 
State Bank about May 1. It is expected 
that the Harry Berls agency will not 
move until about May 15. 


Van Arsdall Plans Chicago School 


Dr. George B. Van Arsdall of the 
Equitable Life of New York will con- 
duct another agency school in Chicago 
this summer. The dates for the school 
are May 2 to May 23. 


Equitable Life Conducting School 


J. C. Hickey, field instructor for the 
Equitable Life of New York, is con- 
ducting a three weeks’ school for Ne- 
braska agents in the board rooms of 
the Omaha National bank. The school, 
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which began April 9 and is held each 

morning, is sponsored by Forrest N 
Croxson, agency manager for Nebraska, 
About 25 agents are attending. 


St. Louis Office Opened 


President Ed. Mays of the Continental 
Life of St. Louis and other officers at- 
tended the formal opening of the St. 
Louis city agency in the Arcade building 
at 8th and Olive streets. Manager A. J. 
Westermeyer and his force were the 
official hosts. The office is in the heart 
of the St. Louis business district and is 
in a strategic location. Manager West- 
ermeyer has a live set of men who are 
associated with him. 








Interesting Fight for Nomination 


The fight for the Republican nomina- 
tion for superintendent of insurance in 
Kansas is getting very interesting. John 
B. Smith, first assistant to Superinten- 
dent Baker, and Charles F. Hobbs, actu- 
ary in the office, are the candidates. Mr. 
Hobbs was a candidate against Mr. 
Baker at the time of his first nomina- 
tion and was defeated by a small mar- 
gin, so is conceded to be a strong candi- 
date. On the other hand the “Baker 
support” is reported to lean toward Mr. 
Smith and this no doubt will mean lots 
of votes. Mr. Baker was first assistant 
to Col. Frank Travis before his elec- 
tion and the precedent of the first as- 
sistant being promoted to superintendent 
was thus set, which may be hard for 
Mr. Hobbs to overcome. 


Minnesota 1927 Figures 


New life insurance written in Minne- 
sota last year totalled $266,489,016, 
figures just compiled by Commissioner 
Wells show. Insurance in force Dec. 
31, 1927, was $1,671,735,223 compared 
with $1,363,561,394 Dec. 31, 1926. Of the 
total in force at the close of 1927, 
$1,386,059,365 represents ordinary life, 
$157,603,865 group business and $1238,- 
071,993 industrial. 


Kansas Insurance Day 


The Kansas authorities have now defi- 
nitely decided on June 14 as the time 
for Kansas Insurance Day. This will be 
held at Wichita. 


Talk Insurance Trust at Menasha 


M. A. Carroll of the general agency 
of Cameron & Carroll, Northwestern 
Mutual Life, and R. P. Boardman ex- 
plained the insurance trust to members 
of the Menasha (Wis.) Kiwanis Club at 
its meeting last week. Mr. Board- 
man spoke of the insurance trust from 
the viewpoint of the trust company, and 
Mr. Carroll described how various types 
of policies are designed to fit the par- 








ticular needs of an individual. 
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FLORIDA MAN SETS RECORD 


J. H. Henderson Gets Top Place in the 
Reliance Life for One Month’s 
Applications 








A company record for the most ap- 
plications written and paid for in one 
month was set by J. H. Henderson of 
the Flcrida department of the Re- 
liance Life of Pittsburgh, in March. He 
paid for 70 applications and it was all 
March business. The nearest record 
to that is 70% applications paid for in 
April, 1924, by a St. Louis agent, but 
a lot of that was written in March of 
that year. The volume of Mr. Hender- 
son’s 70 applications was $85,495. 

Mr. Henderson is one of the “Old 
Guard” of the Florida department. He 
contracted with Reliance Life, March 1, 
1915. He always has been a good 
steady producer. His March record 
was the result of just a little more con- 
centrated effort coupled with the added 
inducement of the new juvenile policy, 
on which he wrote and paid for 23 ap- 
plications in March. 





PROGRAM OF TEXAS CONGRESS 





Life Underwriters Are Holding Their 
Semi-annual Sales Convention This 
Week at San Antonio 





The Texas Association of Life Under- 
writers has announced its program [or 
its semi-annual convention and_ sales 
congress at San Antonio for Friday of 
this week. Homer G. Hewitt of Hous- 
ton is president; Harry D. St. John o! 
the Alamo Life is vice-president; W. ©. 
Smedes is secretary. The convention 
committee consists of Parke Houston, 
International Life; O. D. Douglas, Lin- 
coln National Life; Elmer Abbey, Aetna 
Life; J. E. Mitchell, Jefferson Standard 
Life; C. C. Dyer, Southland Life; 
Huber Weise, Bankers Life. Dr. 
Charles J. Rockwell, head of the Rock- 
well Life Insurance School and editor 
of the “Insurance Salesman,” will be 


the speaker at the banquet. The pro 
gram is as follows: 
Morning Session, 9:30 A. M. 
Community Singing — America — D0 
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J was contributed by people outside | ritory through the Inland Empire agency 
‘ Spokane. The company has enjoyed | with H. R. Sessions as manager. 
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CO-OPERATION ” 


and 


is our pe for the building 


this Company. 


WE KNOW YOUR PROBLEMS; THEREFORE 
WE CAN MAKE IT PROFITABLE TO YOU 


If you are looking for 
an agency connection 
write 


MODERN LIFE 


INSURANCE COMPANY 


St. Paul 


Cc. D. MAC LAREN 
President 


of Minnesota 
Minnesota 


M. A. NATION s 
Vice-President and General Manager 
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Your 1928 Tool Kit 


OUR success in 1928 will be measured by the 
service you have to offer. The tool kit of the 
Ohio National salesman contains: 


1—Monthly income policy issued to rejected risks. 


n-Medical or selective risk applications. 
usual facilities for accepting sub-standard 


risks from the Company’s own agents. 
4—Juvenile Policies issued at ages 1 to 11, with 
waiver of premium on the father. 
5—Budget premium payment plan. 





and the standard furnished r ive com 
ine, “it Pays to Tie Up with the Ohio Netcast” 


For information in regard to an agency contract address: 


The Ohio National Life 
Insurance Company 


Cincinnati, Ohio EB E. ick 
Sup’t of 




















YOUR 


OPPORTU NITY 


Are you ready to broaden? 


Regional Manager or General Agent. 
Splendid inducements. 


We have had 21 years consistent growth and are now in 


an extensive 


expansion program. 


Agency Department under men who understand your 


problems. 


We have a special contract for choice territory in Min- 
nesota—South Dakota—Nebraska—Iowa. 


Honesty—Ability to write new business and build an 
agency are the essential qualifications. 


Write us in 


confidence to see if our desires and qualifi- 


cations are mutual, 


Address D-33 
Care The National Underwriter 








very healthy growth since its organiza- 
tion in 1911. John J. Cadigan, president 
of the company, is recognized in his city 
and throughout the life insurance busi- 
ness as a capable leader. The company 
now has $44,000,000 of insurance in force, 
operates in seven states and has assets 
of $8,000,000. 


Stage Oregon Sales Contest 


The third annual life insurance sales 
contest staged by the school of busi- 
ness administration of the University of 
Oregon, under the supervision of Prof. 

Kelly, was held before the Life 
Underwriters’ Association of Oregon. 
First place was won by Ronald H. 


Robnett, National Life; second, Ralpk 
Spitzer, Connecticut Mutual Life; third, 
Edward Pitkin, Union Central Life; 


fourth, Ralph Gray, Bankers Reserve 


Life. 


California State Life Changes 


Two appointments in the northern 
California field are announced by the 
California State Life. Cecil M. Clary 
is named district manager for San Jose, 
operating with C. A. Rodgers, agency 
crganizer. At Stockton, Elmer Bazo 
has been appointed district manager in 
the place of A. R. Goldsmith. 


Conducting Three-Week Course 


Dr. Geo. B. Van Arsdall, field in- 
structor of the Equitable Life of New 
York, is conducting a three-week course 
in San Francisco. Dr. Van Arsdall was 
the principal speaker before the Sacra- 
mento Life Underwriters Association 
April 16. 


Western States Life Expands 


Marshall C. Harris, president of the 
Western States Life, and J. W. Pear- 
son, 
ern Washington agency at Seattle last 
week. Mr. Harris announced that the 





agency inspector, visited the west- | ; 
| licensed in 


will handle eastern Washington an¢ 
northern Idaho. The Seattle office, un- 
der Fred T. Behrens, has shown a 100 
percent increase in written business the 
past year. 


Joins National Life, U. S. A. 


Col. H. Lester Archer, who resigned 
as supervisor of the home office agency 
of the Western States Life at San Fran- 
cisco early this year, has joined the Na- 
tional Life, U. S. A., in charge of the 
northern California territory. S. P. 
Wiley, general agent for several years, 
will remain in that capacity in charge 
of the San Francisco district. 


Cowles Takes Up New Duties 


James H. Cowles, Colorado manager 
for the Provident Mutual Life for many 
years, has moved to Philadelphia to as- 
sume his new duties as assistant super- 
intendent of agencies for the company 
at the home office. Agents in the Den- 
ver office tendered him a farewell re- 
ception on the eve of his departure. 
No successor for the Colorado agency 
has been named. 


H. J. Koops on Tour 


Harry J. Koops, western supervisor of 
agents for the John Hancock Mutual 
Life, was in San Francisco last week. 
Mr. Koops is on an inspection tour of 
the industrial agencies of the company, 
which now number four on the Pacific 
Coast, one in Oakland, two in Los 
Angeles and one in San Francisco. 


Work on New Home Office 


The Northern Life of Seattle has be- 
gun construction of the Northern Life 
Tower, its 27-story home. 


Licensed in Washington 


The Globe Life of Omaha has been 
the state of Washington. 
R. D. Plott will establish state offices 


company is now covering Spokane ter- | in Seattle 








IN" THE ACCIDENT AND HEALTH FIELD 




















LIMITS ACCIDENT INDEMNITY | 


Aetna Life 
Recommended by Personal A. & H. 
Underwriters Bureau 


The Aetna Life has placed all of its 
accident and health policies on the new 
basis recommended by the Bureau of 
Personal Accident & Health Underwrit- 
ers, incorporating a provision under 
which payment for total accident disabil- 
ity will not be made beyond 52 weeks 
unless the insured is wholly disabled 
from engaging in any occupation or em- 
ployment for wage or profit. Payment 
of hospital and/or nurses’ fees will now 
be made for 20 weeks, the two provisions 
covering those benefits having been 
combined. Several of the policies for- 
merly issued have been withdrawn. 





Zurich Sells Another $100,000 Case 


One of the recent buyers of the spe- 
cial professional policy in the amount of 
$100,000 issued by the Zurich 
T. Ewald, a Detroit advertising man, 
who has insured his professional skill. 
The special professional cover is de- 
signed to protect surgeons, artists, en- 
gravers, musicians, cartoonists and other 
professional people whose skill is in 
their hands or their feet or both. Under 
a special option the coverage can be 
bought on such a plan that it matters 
not whether disease or injury causes 
loss of skill, and the principal is paid 


™ , | continues 
Places Policies on Basis | manager in Seattle. 





at Seattle as general agent for 
Washington. Robert McCaffrey 
with the company as city 
Another Inter-Ocean 
appointment as general agent goes to 
G. B. Pierce, who will operate in north- 
eastern Texas with headquarters in 
Dallas. 


Agency 
western 


Mercure Files Suit 


George T. J. Mercure has sued the 
Continental Life of St. Louis for $1,300,- 
000 in the superior court at San Fran- 
cisco. According to the petition the 
home office took away from Mr. Mercure 
and his associates last September the 
Pacific coast agency for the accident and 
health department. Mr. Mercure claims 
that he had a 20-year contract and he 
claims that the profits for the term of 
the contract would have amounted t? 
$1,300,000. 


National L. & A. Fort Worth Meeting 


Some 150 agents and representatives 
of the National Life & Accident Company 


| of Nashville, operating in north and east 


is Henry 
}dent C. A, 


in a lump sum irrespective of the extent | 


to which the assured may 
tated. 


by lump sum. 


Inter-Ocean Appointments 
The Inter-Ocean Casualty 


the appointment of W. P. Eastman 


be incapaci- | 
Under all options settlement is | 


announces | 


sales confer- 
week. Presi- 
B. Stevenson, 


Texas, held their annual 
ence at Fort Worth this 
Craig and E. 
Jr., third vice-president, attended the 
meeting and made addresses. The Fort 
Worth district agent, H. E. Clifton, pre- 
sided at the conference. The company 
executives explained its plans for ¢*- 
tending operations in Texas and for pre- 
ducing business during the year. The 
agents discussed agency problems. The 
insurance men reported good productio® 
in north and east Texas. 


Negro Company to Expand 


The Southern Aid Society, a Negro sick 
benefit company with home office # 
Richmond, Va., has obtained an amend- 
ment to its charter increasing the maxi- 
mum authorized capital stock from 
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since. It now has paid up capital of 
$100,000. At present it operates only 
in Virginia and the District of Columbia, 
but expects to enter other states soon. 


$100,000 to $300,000. It claims to be the 
oldest Negro insurance. company in the 
country. It was organized in 1893 and 
has been operating continuously ever 








NEWS ABOUT LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
Digest” and ‘‘Little Gem,”” Published Annually in May and April respectively. 
PRICE, $4.00 and $2.00 respectively. 


> 


ORDINARY AGE LIMIT RAISED 








| 

















Central Life announces that the pre- 
mium for double indemnity benefits on 

erie term policies issued by the company is 
Security Mutual Life Announces Ad-| $1.25 per $1,000 of insurance for all 
dition of Three Years to Accep- | plans and all agents. The premium for 


‘ term insurance, as with other insurance, 
tance Period is payable continuously throughout the 


| life of the policy. 








The agency department of the Se- ———— 
curity Mutual Life of Binghamton, N. Y., Federal Union Life 
announces an increase in the age limit 
on the ordinary life plan, to 63 years. The Federal Union Life of Cincinnati 
Premium rates for the additional ages | has succeeded in obtaining approval of 
are announced as follows: the valuing of its “preferred risk ordi- 
nary life policy” on the select and ulti- 





An- Semi- Quar- . 
Age nual annual terly | mate reserve basis. Heretofore it has 
i -¢.svensedecadnwen $79.77 41.48 $21.14 | been limited in the amount of this policy 
rr 82.14 42.71 21.77 which could be written because of its 
ee 84.61 44.00 22.42 | inability to obtain reinsurance on a basis 


The company announces that inasmuch 
as the above premiums are special rates, 
the following special annual dividends 


which would not cause the company a 
loss. It will now be able to pay a higher 
commission on this policy than it has 





will be effective as long as Security's before. 
1928 dividend scale continues unchanged: | 
2nd 3rd 4th 5th . : 
Age Year Year Year Year | Victory Life, Kan. 
$3 vnickint desea: 7. $7.43 $7.88 $8.31 | W. J. Bryden, secretary and general 
63 arash pea pees, 637 684 731 = 76 manager of the Victory Life of Topeka, 
Kan., announces that his company is 
Union Central Life |} now issuing non-medical up to $2,000, 


ages 12 to 45, to both male and female 


i : 
applicants. 


Actuary E. E. Hardcastle of the Union 








| WITH INDUSTRIAL MEN | 








BENEFITS ARE 


Federal Union Life Announces More 
Liberal Policy and Makes the 
Action Reactive 





INCREASED | noted, for example, that a child one year 
| of age may be insured in the industrial 
department for a combined monthly pre- 
| abun as high as $1.30, and the imme- 
diate death benefits would be set forth 
as follows: 





en $20 under the $225 life policy. 

9 r . 99r 9 nayv if 
For some time the Federal Union Life =. — a 150 oe | ne 
of Cincinnati has been contemplating an ——e ren 7 , 
increase in the maximum amount of in- | T°t#!8 $70 under the $600 combination. 
dustrial insurance which may be issued 
at various ages and under which the 
benefits provided by the various policies, 
especially at the younger ages, would 
be paid cumulatively. President Peters 
of the company now announces that the 
following maximum limit table will ap- 
pear jin all new policies and will be retro- 
active to apply to all policies now in 


Inasmuch as the maximum limit is 
now raised to $50 so long as the child is 
under age one, that amount would be 
paid plus two-thirds of the premiums 
(and interest) paid on the endowment. 
After passing age one (2 next birthday), 
the benefits under the above combination 
would be $130, and as the limit is in- 
creased to $75, the latter amount plus 
one-half of the premiums paid on the 





| 

force: | 20 payment life, and all of the premiums 
Age Next Birthday at paid on the 20 year endowment (plus 

——date of Death———— | interest on both) would be paid, which, 

—_ > 1 2 ‘ 5 6 |on a case issued at birth would total 
Limit of lee . rr attaining age ree he 
$84.46. After attaining age three, the 


Insurance. .$50 $75 $100 $200 $300 $400 | 
Age Next Birthday at 

r7——date of Death——_, 

— 7 8 9 10 11-15 | 

Limit of | 

! 

| 


new table of maximum limits is even 


more liberal. 
Limit of Premium 
Insurance. .$500 $750 $900 $1,000 $2,500 | 
With the adoption of these new limits, | 
the following maximum amounts of in- | 
written: 


Furthermore, in addition to the re- 
serve provisions in agency contracts, 
the limit of premium on which special 
salary will be paid at the time of issue 
Maximum Amounts of Industrial | will be such an amount as is nearest the 
total tabular premiums that do not ex- 


dustrial insurance may be 


A combination of any two or three | 


kinds, up to the limits stated at the | ceed $1.50 on individual lives, including 
various ages, may be written at the/all premiums issued on the same lives 
same time or at different dates. | within the preceding six months; and 
-—Kind of Policy— | such limits of premium in the same 
aie Moxt 20 Pay 20 Year | family shall be $5.00 
Paahday iy roy aise Any excess premiums over these limits 
_ aoe. a5 0 150 will be issued in the “first column” and 
ll and 12......... 300 300 150 will be transferred to the “second col- 
13 SS | 400 150 umn” for special salary payment after 
cosh inanLiieacce PE EO 400 : | they shall have been in force six months, 


mate face of policies and not immediate 
death benefits. $50 or $100 on the 20- 
year endowment plan may be written 
MN addition to the above if a similar 
policy was issued on the same life dur- 
Ng a previous calendar year and has 
been in force at least six months. 


CONSERVATIVE LIFE NEWS 


Leaders for the Year Are Given—Prep- 
arations Are Being Made for 


Apply to Industrial the Convention 


The above maximum amounts apply to! 
industrial insurance only and may be The Conservative Life of South Bend, 
Written in addition to ordinary now in Ind., gives as leaders for the year: 

| 
i 


force or hereafter applied for. Joint tesults — Superintendent Mar- 








FOUR MEN WANTED 


For Agency Organization Work 


An exceptional opportunity is offered by a progressive 
midwestern Company, operating nationally, to four 
young men, 30 to 40 years of age, who have demon- 
strated their ability as Agency builders. This Com- 
pany is engaged in a nation-wide agency building 
plan. The men wanted must be capable of developing 
into managerial capacities in a very short time. We 
want men who are free from debt, thrifty and indus- 
trious. Married men preferred. Write giving full 
details as to experience. Your letter will be treated 
in confidence. 


Address D-100, care The National Underwriter 




















Organizing Man-Power 


The Penn Mutual is actively engaged in a campaign 
to organize the man-power of its Field force through care- 
fully selected additions and through education and coopera- 
tive supervision. 

Important General Agency appointments are being 


made, and a comprehensive plan of teamwork between 
Agency department and Field is being put into operation. 


If you have organizing ability, or sales ability, or the 
desire to be a life underwriter, plus ambition and industry, 
we can supply successful methods for putting them profit- 
ably at work. Address— 


Hugh D. Hart, Vice President 


The Penn Mutual Life Insurance Company 
Independence Square, Philadelphia. Pa. 
Founded 1847 





















$7.25 Invested This Way 
Pays Big Profits 


It pays and pays BIG to know when 
policies expire—what kinds of insurance 
your client is holding—how much more 
he needs—how much you have coming 
in renewals—what accounts are delin- 
quent. For then you can go out after 
the delinquents while there is still 


you owe it to your 
business to send in this 
coupon NOW. 


FRED P. McKENZIE 
Executive Secretary 


Sea, . time. You can approach your LIFE UNDERWRITERS 
% * & fo5 clients with insurance pro- a prlfte 
Nee MS, posals that fit the indi- yosastesaseny 
“t % WV, vidual cases—you can Endorses 
ie see him near his am Rigute 


birthday — Surely, 


ACCURATE LOOSE LEAF CoO. 
81 NASSAU STREET 
NEW YORK CITY, N. Y. 


















The Life Insu C f Virgini 
Incorporated 1871 Richmond, Virginia 
Admitted Assets, Over Fifty-One Million Dollars 
Insurance in Force, Over Three Hundred Million Dollars 
Payments to Policyholders in 1926, Over Three and One-Half Million Dollars 
Total Payments to Policyholders Since Organization, Over Forty-Three Million Dollars 


JOHN G. WALKER BRADFORD H. WALKEP 
Chairman of the Board President 








Under the foregoing ruling it will be tinus Vink, South Bend No, 2; Agents 






































NATIONAL UNDERWRITER 


April 20, 192 























Security~-— 


@ When the Mutual Benefit was 
organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 
Organized 1845 

















and Enabled Us to Build an Organization of Which . 
Everyone Connected with It Is Mighty Proud. 


THE GLOBE GROWS GREATER, SAFER, AND BETTER 
EACH YEAR. 


GLOBE MUTUAL LIFE 


INSURANCE COMPANY OF CHICAGO 
T. F. BARRY, FOUNDER 


POSE BARRY DIETZ 


President Secretary 








BUSINESS OF 1927 


...$ 137,490,000 
9,688,000 


.. 1,023,263,000 
85,043,000 


New Insurance................. 
Increase ........ 


Insurance in Force... 
Increase ........ 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


"eet ewww ne 


BOSTON, MASS. 





| 
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| 
| 
| 
| 
| 
| 
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Thirty-two Years of Personal Service 
HAS GAINED THE CONFIDENCE OF OUR POLICYHOLDERS 


WILLIAM J. ALEXANDER 





ee 
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OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 














Joseph Martin, South Bend No. 2 and 
Daniel Jadron, Gary No. 2, tied. 

Net Placed Ordinary—Superintendent 
Martinus Vink, South Bend No. 2; Agent 
Joseph Martin, South Bend No. 2. 

Ordinary Increase —Supt. Martinus 
Vink, South Bend No. Agent Joseph 
Martin, South Bend No. 2. 

Monthly Premium Increase—Superin- 
tendent George W. Rathwick, South 
Bend No. 1; Agent J. F. Cerajewski, East 
Chicago. 

Collection Percent — Superintendents 
Martinus Vink, South Bend No. 2; V. A. 
Sharpe, Terre Haute No, 2; 
biesa and Acting Superintendent L. D. 
Pentecost, tied; Agent C. W. Potts, Fort 
Wayne. 


9. 
“> 





Arrears Percent—Superintendent Wm. 
Bobrowski, Gary No. 2; Agents Louis 
Balogh, South Bend No. 1 and Daniel 
Jadron, Gary No. 2, tied. 

Advance Payments—H. O. Johnson, 
home office, South Bend; Agent C. 


Potts, Fort Wayne. 


Preparations are being made at the | 


home office for the entertainment of the 
ladies who will accompany the lucky su- 


Frank Rem- | 


Ww. | 





dent Stephenson is in charge of the en- 
tertainment this year. 

For the first quarter of the year the 
company reports an increase in writings 
in business issued and revived, over the 
| same period of 1927, of about 12 percent. 

The company announces the promo- 
tion of George L. Moore of the Hammond 
No. 2 district to the superintendency of 
that district. Mr. Moore started as an 
agent with this company a Hammond, 
Nov. 10, 1926, never having had any 
| previous experience in he life insurance 
business. 

Agent Harry J. Muckian of the Ham- 
| mond No. 2 district is promoted to the 
superintendency of the Gary No. 1 dis- 
trict. Mr. Muckian has been engaged in 
life insurance for a number of years 
| with an eastern company. He took an 
j 
} 





agency with the Conservative Life Feb. 
/ 1, 1928. He now takes of the 
Gary No. 1 territory. 


charge 





W. W. Mathews Promoted 


W. W. Mathews, who for the last year 
|}and one-half has been an agent of the 




















perintendents and agents who secure an | American Bankers, Decatur, IIl., has 
invitation to the mid-summer convention | been made superintendent in Chicago 
which will be held June 25-26. Presi- | No. 3 

WILL TEST SEVEN-YEAR RULE| the attorneys for the fraternal have 


Attorneys for Modern Woodmen Lay- 
ing Foundation for Case to Be 
Taken to Highest Court 


Attorneys for the Modern Woodmen 
are laying the foundation in the Ne- 
braska Supreme Court for taking to the 
federal court the much-mooted question 
of the validity of its amended by-law 
which substituted for the legal doctrine 
of seven years’ unexplained absence giv- 
ing a presumption of death the condition 
that the policy will lapse unless dues 
and assessments are paid until the miss- 
ing person has reached the end of his 
life’s expectancy. The Nebraska Su- 
preme Court has persistently refused to 
abandon the seven years’ theory and has 
refused to give force and effect to the 
by-law. In the motion for rehearing 


laid stress on the fact that the Illinois 
Supreme Court having upheld the by-law, 
the Nebraska Supreme Court should fol- 
low the rule of comity by adopting the 
holding of the court of the state where 
the corporation is incorporated, and the 
claim also that the United States Su- 
preme Court has held likewise, 


Complain of Muscovites 


Walter V. Hoagland, one of the execu- 
tive officers of the Odd Fellows of Ne- 
braska, has lodged complaint with the 
state insurance department against the 
Imperial Order of Muscovites, which has 
headquarters at Sioux Falls, claiming 
that it is doing an insurance business 
in the state without authority or permit. 
He says that it is a private corporation, 
while representatives of the order, who 
admit having worked in the state, claim 
that it is a voluntary relief association 





that is exempt from state supervision. 











NEWS OF LOCAL ASSOCIATIONS 











QUINCY IS NOW ORGANIZED 





Illinois City Has a New Life Under- 
writers Association—Committees 
Have Been Appointed 


The Quincy, Ill, Life Underwriters 
Association has been organized, looking 
towards more active life insurance 
solicitation, the elimination of curb sell- 
ing, and protection against the prac- 
tice of twisting. The association has 
been endeavoring to bring a better 
spirit among its members and more co- 
operation. 

Mel. Taylor of Springfield, secretary 
of the Franklin Life, gave an interest- 
ing talk on “Building a Sky Line.” It 
was decided to try to get all in the life 
business in Quincy to attend the next 
meeting, and to run some advertising 
matter in the newspapers with the 
names of only paid members appearing. 

The committeemen named were as 
follows: Board of control, H. D 
Brown, W. D. Claggett, H. F. Lummis. 
Education, Bert Chatten, K. D. Sulli- 
van, F. D. Cox. Program, Christian 
Klein, Art Muhlenfeld and C. Allen. 
Legislative, F. F. Garrett, T. A. Evans, 
K. R. Dickson. Membership, Harry 
Hauter, K. D. Sullivan, Lee Myers. 

Bert Chatten, Art 
Harry E. Hauter were appointed dele- 
gates to the state convention in Peoria, 
April 28, with Christian Klein, John 
M. Wagner and K. R. Dickson as 
alternates. 

* * * 


Davenport, Ia.—May 11 is the date set 





for the annual sales congress of the 





Mullenfeld and | 





Davenport association. Among the 
speakers scheduled are A. N. LaPorte, 
who represents the Life Extension Insti- 
tute, Superintendent of Agencies Harrold 
of the Lincoln National Life, and several 
others. 

* * * 

Bellingham, Wash.—The Bellingham 
association has decided to apply to the 
National association for a charter. 

* * * 

Erie, Pa.—Members of the Erie asso- 
ciation held a dinner meeting and heard 
a very interesting address by Mansur B. 
Oakes of Indianapolis. A general invi- 
tation to Erie insurance men and their 
wives to attend the dinner brought out 
one of the largest attendances in the his- 
tory of the local organization. President 
A. C. Young was toastmaster. The com- 
mitted for the dinner was headed by 
M. B. Magoffin as chairman. 

* * * 

Colorado—Prizes were awarded to the 
school children winners in the essay con- 
cest on thrift held by the Colorado 4s- 
sociation during “Thrift Month,” at the 
regular monthly meeting of the organi- 
zation at Denver. Several of the wit- 
ning essays were read at the meeting. 
The principal speaker was Dr. Samuel J 
Vaughn, president of Colorado Womans 
College, who spoke on “Who Pays the 


Price?” President Jack Frost presided. 
*x* * * : 
Lansing, Mich.—The Lansing associa- 


tion has arranged for the appearance at 
its annual ladies’ night program of C. W- 
Otto, new secretary of the Lansing Cham- 
ber of Commerce. It is to be Mr. Ottos 
first appearance in an official capacity " 
Lansing. Many outside life agents have 
been invited to the affair. The National 
College of Life Underwriting is to > 
discussed, 
*x* * * : 

Jackson, Mich.—The Jackson associa 
tion was addressed by O. W. Crosso™ 
superintendent of the Western & South- 
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ern Life, last week on “Keeping Fit.” | profession, and also of his hobby of | the meeting of a future emergency. 


plans are being made for the sales con- 
gress to be held May 18. 


x * * 


Richmond, Va.—Roger B. Hull, manag- 
ing director of the National association, 
was accorded an enthusiastic reception 
when he addressed the Richmond, Va., 
association at its April dinner-meeting. 
More than 150 underwriters heard him 
discuss the value and importance of co- 
operation. So great was the enthusiasm 
which he aroused at the Richmond meet- 
ing that 22 new members signed up be- 
fore the meeting was over. 

At the business session which pre- 
ceded Mr. Hull’s address, the executive 
committee submitted a report proposing 
revision of the by-laws reducing mem- 
pership fees and making other changes 
affecting payment of commissions and 
eligibility requirements. 

It is proposed (1) That no life insur- 
ance commission shall be paid to any 
one in Richmond or 10 miles thereof who 
is not a member of the life underwriters 
association; (2) That in order to be 
eligible to membership in the association 
one must be engaged exclusively in the 
insurance business in one or more of its 
branches and must be a proper person, 
in the opinion of the executive commit- 
tee, for membership; (3) That dues be 
reduced from $25 to $10 for managers 
and general agents; from $10 to $5 for 
field men, supervisors and home office 
executives, and from $5 to $3 for resident 
agents, office employes and members of 
the press. Under the rules of the asso- 
ciation, 60 days must elapse before the 
proposed changes can be acted upon. 


* * * 


Boston—George H. Harris, supervisor 
of field service of the Sun Life of Canada, 
will be the speaker at the meeting of 


the Boston association April 26. Mr. 
Harris will speak on “Broader Aspects 
of Life Underwriting.” 

*x * 
Kansas City, Mo.—M. Albert Linton, 


vice-president of the Provident Mutual 
Life, was the speaker at the meeting of 
the Kansas City association April 17. 
He spoke on “Life Insurance As an In- 
vestment,” the address which he deliv- 
ered before the National Association of 
Life Underwriters at Memphis in October. 
John T. Ready, chairman of the pro- 
gram committee, introduced Mr. Linton, 
speaking of his high standing in his 





mountain climbing. 

In introducing his subject Mr. Linton 
said that the most effective way to learn 
about a subject is to have someone ask 
you to write a book on it or make an 
address on the subject. In this way he 
became interested in the subject of life 
insurance as an investment. Basing his 
talk on the ten points by which an in- 
vestment should be judged as set forth 
by Chamberlain and Edwards in “The 
Principles of Bond Investment” Mr. Lin- 
ton met and overcame every objection 
to the soundness of the principal of life 
insurance as an investment. 


HALL SAYS ‘‘SHAME 
ON LIFE INSURANCE” 


(CONTINUED FROM PAGE 6) 
attention to this service within the policy 
contract. They should discuss it before 
their gatherings. They should adver- 
tise it in all media used. They should 
have conferences regarding it. They 
should carry their own campaign into 
the ranks of banks and trust companies, 
just as the latter have come into the 
life insurance field. In this they should 
take a tip from the bankers, for at 
present they are “overlooking a good 
bet.” 

Rather detailed comparison was made 
by Mr. Hall between trust company 
service and that offered in the life con- 
tract. He again pointed out that there 
are many cases where trust company 
service is of decided advantage, if not 
essential. On the other hand, far the 
majority of policyholders are not in the 
range of eligibility for trust company 
service. As the average life policy is 
but $6,000 to $7,000, the average case 
is not a prospect for trust service, but 
it should be put on the monthly income 
plan. Discussing in particular the item 
of flexibility, Mr. Hall said that he 
believes this js one of the danger-marks 
of the plan. Flexibility is not desirable. 
Emergencies arise, it is true, but they 
should be cared for in the regular pro- 
gram and not by utilization of future 
benefits. The trustee, by using the 
principal for emergencies, is actually 
eating into the future and preventing 





MR. AGENT 


Doyoucare forQUALITY? 
Age, Sound Experience, 
Low Cost, a Splendid Rec- 
ord for over 67 years? 


Then why not take 
a General Agency for 


THE ST. LOUIS 
MUTUAL LIFE 


Our Agents and Policy Holders 
Stick! Write: 
Agency Department 


3640 Washington Ave. 
ST. LOUIS, MO. 





————— 

















Stephen M. Babbit 


President 


HUTCHINSON, KANSAS 




















Temporary cases can be cared for by 
bank loans and repaid out of income 
just as easily, and in this case the prin- 
cipal is not reduced and the future is 
still secure. 


AMERICANS AHEAD 
IN MEETING DEMAND 


(CONTINUED FROM PAGE 6) 


paid back to policyholders .in claims and 
dividends or was held in reserve for 
their benefit. And the Phoenix Mutual 
by no means is the largest out of a total 
of 182 companies writing ordinary life 
insurance. Yet this group of fifteen 
leaders show a similar fund nearly ten 
times the Phoenix Mutual’s twenty-three 
million dollars of policyholders’ ‘favor- 
able balance.’ 


Average Man May Be a Croesus 


“If impressive comparisons are need- 
ed,’ said he, “think of this excess total 
over premium receipts as enough money, 
if available in cash, to have paid twice 
over the country’s advertising bill for 
1927. Think of it, if you will, as enough 
to offset every dollar of our twe billions 
of installment purchases last year and 
still leave a comfortable balance of a 
hundred and fifty million dollars. When 
matured life insurance begins uwuniver- 
sally to get that kind of management— 
and it can get it now if the people 
choose—the average American may be- 
come a Croesus indeed,” Mr. Russell 
declared. 


RELIANCE LIFE AGENTS 
SELL JUVENILE POLICY 


In March, the first month the new 
juvenile policy of the Reliance Life of 
Pittsburgh was available, the field force 
sold 301 policies for a total volume of 
$375,990 on this new form alone. 

Frequently, six and seven of these 
policies were sold in one family at one 
time. Some agents included from 20 
to 30 of these policies in their month's 





29 


production, each ranging from $1,000 to 
$10,000. It was found, in many cases, 
that the opportunity to provide for the 
future of the children through insurance 
stimualted insurance consciousness in 
the parents. 

The strongest appeal of this juvenile 
policy comes through starting the child 
early in the thrift habit by investing in 
life insurance and through the premium 
waiver feature, in the event of total, 
permanent disability or death of the 
purchaser, thus protecting the child’s 
future welfare by keeping the insurance 
in force. 


AGENTS AND COMPANIES 
ARE AT LOGGERHEADS 


(CONTINUED FROM PAGD 3) 


the average size policy is much larger, 
the business is conducted on a much 
greater scale and many other fac- 
tors combine to more than offset the 
level commission rate of the life under- 
writer. He said that some changes are 
needed, and that certain tendencies for 
extravagance should be checked. The 
companies should curb improper ten- 
dencies, with the lesson of the Arm- 
strong investigation before them. Mr. 
Beha pointed out that there is nothing 
radically wrong with the life insurance 
business today, but there are certain 
tendencies which should be watched and 
avoided. The insurance department has 
studied this problem deeply, and, before 
issuing its suggestions for revision, 
called into conference a representative 
committee of five company men who 
were not in agreement on their indi- 
vidual views, but who reached a com- 
promise view in the form of the proposed 
measure. Mr. Beha said that in the 
Armstrong investigation it had been 
pointed out that legislation should not 
prescribe the expenses of companies, but 
the most wasteful item of expense is the 
amount paid for new business, and some 
limitation of securing business thus 
seemed imperative. In view of the at- 
titude of those conducting the investi- 
gation of 1905, the present revision pro- 
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gram is entirely in accord with the 
principle of the original law. 

Grady H. Hipp, actuary of the New 
York insurance department, next re- 
viewed some of the important problems 
which are involved in the proposed leg- 
islation. Mr. Hipp answered the agents’ 
objections that the revised law would 
reduce their commissions. He said that 
the new Section 97 will not require a 
reduction in commission to agents of 
any well managed company. Mr. Hipp 
said that the insurance department has 
figures to show that no commission re- 
duction would be necessary and he 
would welcome a committee of the 
agents to confer with him on these fig- 
ures. He also answered the recent ob- 
jection of the National Association of 
Life Underwriters as to the form of re- 
vision, saying that if a rose smelled 
sweeter by any other name, the depart- 
ment would gladly call this an amend- 
ment, rather than a revision of the old 
law. 

Cites Bank of Italy 

The far-reaching importance of the 
proposed New York legislation was 
clearly brought out by Mr. Hipp. He 
referred particularly to the Bank of Italy 
situation in California, which has become 
a national issue. Mr. Hipp said that the 
Bank of Italy, as he understands it, pro- 
poses to sell life insurance over the 
counter. It proposes to eliminate the life 
underwriter. He said that if the public 
gets the notion that the life underwriter 
is overpaid and is unessential, many 
vears’ good work will be undone and 
many years will be required to over- 
come the public opposition created in 
this wav. He urged of the agents to 
thoughtfully consider this factor, as the 
Bank of Italy situation has attracted the 
public eye and, should the public be 
given the understanding that the agents 
were opposing a constructive measure, 
only harm could result. 


Section Is Not Sacred 


Referring to the oft-heard desire to 
hold unchanged the original Section 97, 
Mr. Hipp said that this was, as a mat- 
ter of fact, not enacted in the form orig- 
inally adopted by the Armstrong inves- 
tigation committee, and since that time 
a number of other revisions have been 
made. Therefore there is nothing sacred 
about Section 97, and as a matter of 
fact the business must keep in step with 
the times and what revisions are neces- 
sary must be adopted. Mr. Hipp asked 
why there was no outspoken opposition 
to the revision of Section 96, which in 
some ways was just as important as 
Section 97, and yet had gone through 
numerous revisions. Section 96 governs 
the limitation of business and Mr. Hipp 
said that had it not been for a revision 
of this section many of the companies 
would have had to close down in several 
of the recent vears of rapid expansion. 
Mr. Hipp said that for the companies 
and agents he could see much to be 
gained by the revision and nothing to 
be lost, and for.the public there was a 
very definite gain. 

Linton Endorses Change 


M. Albert Linton, vice-president of the 
Provident Mutual Life and chairman of 
the special commitee of five which drew 
up the proposed revisions, added his en- 
dorsement to the measure which had 
been put forth by the insurance depart- 
ment. Mr. Linton said that he and the 
committee believed it to be a construc- 
tive measure. It anticipates tendencies 
which might be subversive in time. He 
said that the committee had given time 
and effort unstintedly to the study of 
the problem and that their final conclu- 
agreed program of 


sion presented an 
constructive development. Mr. Linton 
nointed out that the committee at the 


inception had just as widely divergent 
viewpoints as had been expressed at the 
hearing and vet they, putting aside in- 
dividual reactions and desires, had met 
on common ground and drawn up the 
compromised measure. 

The first speaker for the opposition 
was Julian S. Myrick, New York gen- 





eral agent for the Mutual Life of New 
York and president of the National As- 
sociation of Life Underwriters. Mr. 
Myrick is also president of the New 
York State Association of Life Under- 
writers, and he presented the views of 
both of the organizations, state and na- 
tional. Mr. Myrick denied that the 
agents are primarily interested in the 
commission item, but rather in the in- 
terest of the public. The agents, as rep- 
resented in their organizations, do not 
concur in the approval of the proposed 
revision. Opposition of the agents was 
heard in 1925 before the New York In- 
surance department was actively inter- 
ested in a revision in the law. In that 
year the state association adopted a 
resolution urging that the acquisition 
cost methods remain unchanged, and 
that the American Men Table be not 
adopted. Since that time similar reso- 
lutions have been adopted by all of the 
local associations of life underwriters in 
the state. On April 11 of this year the 
state association again gave official con- 
sideration to the matter and adopted 
another resolution, criticizing the adop- 
tion of the American Men Table as an 
untried mortality table and one not 
favored by many, when the American 
Experience Table has proven satisfac- 
tory over a quarter of a century. It was 
also pointed out in the resolution that 
there has no failure of the laws which 
grew out of the Armstrong investigation 
to function and thus no revision is nec- 
essary at this time. 
Cites National Importance 


Mr. Myrick also presented a resolu- 
tion which had been adopted by the 
board of trustees and executive com- 
mittee of the National Association of 
Life Underwriters at its meeting in 
New York two weeks ago. It was 
pointed out by Mr. Myrick that as the 
companies operating in New York state 
produce 80 percent of the business of 
the entire life insurance business of the 
country, and these companies are all 
held within the restrictions of the New 
York laws, thus any New York legis- 
lation affects 80 percent of the business 
of the country and thus practically every 
policyholder in the country is interested 
and his interests are at stake. Mr. My- 
rick, speaking for the two organizations, 
urged that no revision be made in Sec- 
tion 97 and, should any change in prac- 
tice be necessary, that this be effected 
either by departmental ruling or, if nec- 
essary, by amendment to the law. 


Woodward Read Report 


A. P. Woodward of the Connecticut 
General in New York, speaking for the 
special committee of the New York 
State Association of Life Underwriters 
which had been appointed to consider 
this matter, presented an elaborate re- 
port which summed up in detail the 
agents’ opposition to the revision. Mr. 
Woodward pointed out that one of the 
important questions was the adoption of 
the American Men Table, and he quoted 
a number of the outstanding actuarial 
authorities of the country to show that 
there had been widespread opposition to 
the American Men Table and that the 
principle of the Armstrong investigation 
report had not been violated in any way 
during the past quarter cemtury by the 
use of the American Experience Table. 
Mr. Woodward quoted Arthur Hunter 
of the New York Life as_ saying 
“whether such a margin (referring to 
the American Men Table) is adequate 
or not, is less a matter of actuarial cal- 
culations than of business judgment.” It 
was pointed out that Section 97 was 
adopted as a result of the work of 
Charles FE. Hughes, and the technical 
experts who worked with him and now 
the proposed revision would scrap this 
entirely and adopt something new. 


Answers Beha’s Arguments 


Mr. Woodward answered the specific 
points made bv Mr. Beha in endorse- 
ment of the revision to show that no 
revision is necessary. He said that it 
seemed that the companies need less 
control instead of more control on the 





part of the insurance department. Com- 
panies can now reduce their gross pre- 
miums if they desire, knowing that they 
have certain laws to be complied with, 
and the agents do not believe that the 
laws should be altered to fit in with the 
desires of a few life companies. He said 
that they could not understand why the 
medical fee should be removed from the 
first year expense limit merely because of 
the development of non-medical business. 
The medical fee is just as much a first 
year expense item as first year commis- 
sion. It was suggested that advertising 
could not be credited to first year busi- 
ness acquisition cost in fairness to the 
business. He said that the agents are 
not overpaid and that no attempt should 
be made to reduce their income and 
thus the present high standard of the 
business. 

In answer to Mr. Woodward's sug- 
gestion that the fundamental principle of 
Section 97 is being violated, Mr. Hipp 
stated that this is not true, the funda- 
mental principle being retained and 
some additions are merely added to it. 
Following this there was a slight tilt 
hetween Henry Hadley of the insurance 
department and Mr. Woodward as to 
the fundamental principle of Section 97, 
and also as to the relationship of agent 
and company in the proposed revision. 


Comments on A. M. Table 


Mr. Linton again commented on the 
problem, answering the discussion of 
the value of the mortality table now in 
use. He said that there is as much mar- 
gin of safety in the American Men Table 
today as there was in the American Ex- 
perience Table in 1906, when it was 
adopted, and for many years thereafter. 
Mr. Linton said also that conditions 
have changed and this legal change is 
coming in accord with the new con- 
ditions just as certainly as the tides. He 
pointed out that no one is forced to 
adopt the American Men Table. It is 
merely made permissive. Mr. Linton 
again referred to the Bank of Italy sit- 
uation, saying that this bank system 
sought to overlook the life insurance 
agents. Therefore, if the public gets the 
idea that the Bank of Italy is on that 
trail, it will not rest easy, if it thinks 
the agents opposed a reduction in cost. 
It was also stated by Mr. Linton that 
the new section provides that a com- 
pany shall not issue a policy that is not 
self-supporting, and this gives adequate 
legal provision for regulating safe op- 
erations, so that the margin of safety 
is not removed. Mr. Linton urged that 
the agents be very careful on this mat- 
ter, as it contains dynamite. He also 
said that the principle is not changed, 
rather the measuring rod. 


Robert Henderson Speaks 


Robert Henderson of the Equitable 
Life of New York, who had been quoted 
by Mr. Woodward in his report. spoke 
to the assemblage briefly. Mr. Hender- 
son said that this quotation which had 
been voiced was so old that he did not 
remember just when it had been given, 
though he believed it was made in 1918, 
based on statistics covering the years 
1900 to 1915. Mr. Henderson admitted 
that at that time he was opposed to a 
revision, but the 10 years since that time 
have put a different face on the matter. 


Henry Moir Urges Thought 


Henry Moir, president of the United 
States Life, was called to the rostrum 
by Mr. Beha. In opening his remarks, 
Mr. Moir was reminiscent of the days 
when the original law which is now un- 
der consideration for revision was 
adopted. He said that it was just 23 
years since he had been in that room 
and on that rostrum. At that time he 
had stood before the men who were 
investigating the life insurance business 
and drawing up the legislation which 
was to put the life business on a new 
basis. Now, after 23 years, he was fac- 
ing another group of men who sought 
to revise that original law, with many 
of the same problems under considera- 
tion. Mr. Moir said that he was sorry 
to see a committee of the actuaries 





working at loggerheads with a commit- 
tee of the agents. He felt that the 
agents can see the actuary’s view, if they 
sit down across the table and frankly 
work out their various problems. He 
admitted that there are many difficulties 
to be overcome and all cannot be indi- 
vidually satisfied in every detail. Mr. 
Moir said that American life insurance 
is conducted by four definite groups, the 
non-participating low rate companies, 
the low participating companies, the 
medium priced companies, and the high 
priced companies. To bring these four 
elements into harmony is difficult, and 
yet the committee which Mr. Beha ap- 
pointed had a representation of each of 
these groups and they were able to 
reach a compromise agreement in the 
form of the proposed revision. Mr. 
Moir said also, referring to the mortal- 
ity table discussion, that the American 
Experience Table is simply not a true 
measure today, and no one can contend 
that it is. 
Morris and Cammack Speak 


E. B. Morris of the Travelers sug- 
gested that the result of delay in the 
adoption of this revision would prob- 
ably be piecemeal legislation, which is 
not a satisfactory form of change. 

E. E. Cammack, of the Aetna Life, 
also a member of the special committee 
of five, rose to speak for the non-par- 
ticipating companies, saying that the re- 
vision does not mean any great change, 
such as has been frequently suggested 
by the agents. He pointed out that the 
Aetna Life has been using the Ameri- 
can Men Table for several years, and 
thus the permissive use of the table 
would mean no change in that company. 
He also said that the companies cannot 
go much lower than the low cost com- 
panies have already gone, so that fears 
in this regard are more apparent than 
real. 

K. A. Luther Called 


Mr. Beha called on K. A. Luther, vice- 
president of the Aetna Life, who was 
also present. Mr. Luther said that he 
could see no harm in the proposed 
amendment. He said that we are living 
in a new day in the life insurance busi- 
ness and the time has arrived when all 
are giving consideration to cost and 
overhead. He said there must be a large 
transaction of business at a low profit 
per unit today. Mr. Luther said that as 
he goes over the country he sees that 
today life insurance has laid itself open 
to criticism. Money has come too easy. 
Approval of requests has been too easy. 
Too many general agents do not know 
what it is costing them to secure the 
business. Often there is a violation of 
spirit of the law. Mr. Luther said that 
unless the companies meet these prob- 
lems squarely and fairly, they may be 
forced by public sentiment into a change 
which would not be as pleasant. 


Myrick Adds Comment 


Mr. Myrick at the close of the hear- 
ing added a few words regarding the 
Bank of Italy situation, which had come 
up at several times during the discus- 
sion. Mr. Myrick said that it is his 
understanding that the Bank of Italy 
does not seek to eliminate agency ¢X- 
pense, but rather to take the profits to 
itself. He asserted that to admit that 
this practice is right, is to admit that 
the agency system is wrong. He said 
that the endeavor to avoid the issue in 
the Bank of Italy case would he this 
admission, and not a justification of 
right practices. He said that agents are 
interested in as low costs as is possible 
to secure, and in as great security 45 
is possible to possess, but thev do not 
believe this change would achieve that 
result. He said the agents believed this 
change seemed to disturb conditions 
without any great reason. 

In conclusion Mr. Beha asked the twe 
committees, that of the agents and that 
of the companies. to meet with the de 
partment and sit down together t 
thresh out the problem. This was agreed 
unon, though the date has not yet bee" 
set. 
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Most Important Phase of “What the 


Life Underwriter 
aie Outlined 


PEAKING before the April meeting 
S of the New York Association of Life 

Underwriters last week on, “What 
the Life Underwriter Should Know,” 
Lester O. Schriver, assistant superintend- 
ent of agents for the Aetna Life presented 
a powerful picture of the true significance 
of life insurance, which, if grasped by 
every agent, would increase his enthusi- 
asm in the work. Mr. Schriver said that 
this picture or understanding is, after all, 
the most important item in the make-up 
of the successful agent. He said, in part: 


| business I could be engaged in, 





Pessimism Is Too Often 
Found in Agents 


“I have been brought in rather inti- 
mate contact with various groups of life 
insurance men for the last three or four 
years and there is one thing that I have 
observed which has stuck in my mind. 
I know that it applies to life insurance 
agents; and while I am not sure whether 
or not it applies to salesmen in general, 
I think they all have this particular char- 
acteristic 4nd probably life insurance men 
have this malady to a greater degree than 





The Reason 


will interest youif....... 


i | 
in 
ten years 
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TIMES 


THE 
INSURANCE 
IN 
FORCE 
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TERRITORY OPEN 
In Ohio, Michigan, Dis- 
trict of Columbia, West 
Virginia, Georgia, Ala- 
boma and Louisiana. 


group 
health 


reasons for the success of the Gem 
City Life agents. 
our agents lies our success also. 


If you are interested in selling life 
insurance you will be interested in the 
key to the Gem City Life’s record of 
increasing assets and 
force nearly ten fold in ten years. 


In the agency contract and the pol- 
icy line which includes all standard 
amd some special forms of partici- 
pating and nonparticipating contracts, 


If you will write I. A. Morrissett, 
vice-president, he will be glad to give 
you complete details of our agency 
contract and reasons why it will pay 
you to join the Gem City Life. 


The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 





discipline to use, to the best advantage, 

the only thing we are required to invest 
Should Know” Is in our business—namely time. And, it 
by Lester O. Schriver 


any other group of salesmen; and that 
is the disease as ‘pessimism.’ 

“We need to think success in this busi- 
ness as we need to do nothing else. The 
things which make the world look bad 
and make us often feel that this is a 
business we should not have gone into 
are most often within ourselves. It is 
a great business. If it weren’t a great 
business I would be in something else. 
If I didn’t believe it was the greatest 
I would 
be in that business which I considered 
to be the greatest business. 


Business Requires 
Best in Man 


“I believe that it is a business that 
requires the very best that there is in 
any of us. I believe that there are three 
things today that are required, or should 
be required, of any man who carries a 
life insurance franchise—He should be 
a man who is above reproach in his com- 
munity; a man who has mind enough to 
grasp this intricate thing we call ‘life 
insurance’; and, in addition to that, he 








SCHRIVER 


LESTER 0. 





should have enough of the power of self | seems to me that if you have all of these 


things; that any man, who is a man, can 


succeed in the business of life insurance. 
And yet the number of men who fall 
by the wayside each year is little short of 
tragic. 

“There are a few men in this business 
who seem to appreciate fully its oppor- 
talked 


tunity for service and profit. I 

to a man a short time ago who—in 1926— 
paid for $13,000,000 of business. His 
commissions amounted to more than 


$150,000, 
hasn't very 


And that particular individual 
much in the way of natural 
gifts which every man in this room 
doesn’t possess. But he believes in his 
business, and he knows how to apply its 
functions. 

“Now, I don’t want you to think that 
I believe that you can all sell $13,000,000 
of business per year, but I do know that 
somewhere between the man who earns 
$1,500 a year and the man who last year 
earned in excess of $150,000—somewhere 
between those two—is a place where you 
and I belong. If you will put into the 
business the same amount of time and 
energy that any one of the men who are 
successful put in it, you will be satisfied 
with the vocation to which you have 
committed your eheart and hand. 

“In the short time I have been offi- 
cially connected with the life insurance 
business, I have been impressed with the 
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unseen force. 
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“That Something” 


In every man who is successful, in every product that sells 
successfully, in every business institution that becomes 
outstanding there is “that something” of which W. W. 
Woodbridge speaks in his little booklet by the same name. 7 
It is “that something” that differentiates between the un- 
Just what “that something” is we 
cannot say, but it’s there and who can dispute it. 


Why has Mutual Trust attained the enviable position it 
holds today in the insurance world. Why is it attracting 
the highest types of men throughout the country. 
You can feel it take hold as some 
It just seems to make you a part of the 


“that something” 
different, you will find that it can back up everything with 
cold hard facts just the same. 


Send for your copy of 
“DRIVING HOME THE FACTS” 


CARL A PETERSON, Vice-President 


Mutual Trust 


LIFE INSURANCE COMPANY 


EDWIN A. OLSON, President 
77 West Washington Street 


cAs Faithful as OLD FAITHFUL” 


“That 
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J. McCOMB 

e COUNSELOR AT LAW 
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La Insurance @ 





Bpecialty. a 
Colcord 


Idg. OKLAHOMA CITY 























ENRY R, CORBETT 


Actuary 
Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 
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WHAT’S AHEAD? 


That question is in the mind of every am- 
bitious man. It’s in your mind. 

lf the answer does not satisiy, it will pay you 
to learn the advantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the disability provision. the 
double benefit feature, and the “Income for Life” 
plan. It operates in forty states on a full level 
net premium basis with more than $75,000,000 in 
assets and over $366,000,000 insurance in force. 

More than 36,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 





























° Consulting Actuaries 
29 South La Salle Street, Chicago 
= tees | OPPORTUNITIES 
Statisticians 
INDIANA A REAL CHANCE: 
A good, young Middle Western Com- 
HAG. DAVIS & HAIGHT, Ine. pany is carrying on an expansion 
Consulting Actuaries program and is are of ——- 
contracts on a liberal basis with goo 
FRANK J. HAIGHT, President men in the following cities: Dubuque, 
INDIANAPOLIS Iowa; Sioux City, Iowa; Omaha, 
Omaha, Denver, Des Moines Nebraska; Burlington, Iowa; Keo- 








ARRY C. MARVIN 
Consulting Actuary 
2165 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





L. MARSHALL 
* CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 


kuk, Iowa and Clinton, Iowa. 

We can also use a good producer at 
Davenport, Iowa. 

We want the kind of men who do not 
think they are too big to use a rate- 
book, but who have some organiza- 
tion ability'and are willing to build 
on a basis where they can live while 
building. Good cooperation. All pos- 
sible helps and a chance to work with 
a company officered by men who 
know a field man’s problems. Con- 


fidential. Tell us all about yourself 
in first letter. 
Address F-16, care The National 
Underwriter. 











MISSOURI 
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ACTUARY 


224 Argyle Bidg., Kansas City, Mo. 
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Consulting 
Bervice in all branches of In- 
surance and for Pension Funds—Examina- 


AN 
EXCELLENT 
OPENING 


Excellent opening for right 
man with Eastern company writ- 
ing Life and personal Accident 
and Health insurance. Must have 
had experience in selling, and 
training and handling men. His 
duties would consist of finding 
new general agents and sub- 
agents for offices already estab- 
lished and working with them. 
Age should be not under 30 and 
not over 40. Must be hard 
worker who will show results. 
Western territory. Address F-3, 
care The National Underwriter. 


























AGENCY DEPARTMENT 
POSITION WANTED 


Young man, thoroughly experienced, legal 
education — married — now employed general 
agent, desires position in Home Office agency 
department; what is wanted is opportunity to 
advance. Address F-18, care The National 
Underwriter. 


steady improvement in the quality of 
men who are engaged in the business 
and I believe that that is a hopeful sign. 
There have been men in the life insur- 
ance business who haven’t been fitted for 
it; but I am very much pleased, as I go 
over this country, to find the quality of 
men in this business, and the attitude 
of mind and heart of the general public 
toward our business, our profession, im- 
proving very materially. 


Mental Attitude Is 
Most Important 


“T would like to talk to you for about 
three hours on any one of the points 
I have made; namely, a man’s character, 
his standing in the community, the mat- 
ter of training and education, and the 
ways and means of putting into this 
business a fair day’s work every day; but 
I am going to talk to you for just a few 
minutes about those things which I con- 
ceive to be necessary, in your mental 


attitude toward the job of selling life 
insurance. 
“What should a life insurance man 


know in order to be adequately equipped 
for the business of selling life insurance? 
He should know something of its func- 
tions, something of what life insurance 
is and does. Now, then, what are its 
functions? I don’t know all of them— 
you don’t know all of them; but every 
one of us knows enough of its functions 
to make it a real romance. And one 
of the interesting aspects of our business 
is the fact that we are learning new func- 
tions every day. 


Many Functions 
of Life Insurance 


“One of the functions of life insurance 
today is to help men save money; and 
you and I overlook entirely too often 
the investment aspect of this business. 
You take any life insurance contract, 
assume that the cost of protection is 
necessary, subtract that amount of 
money from the amount of your pre- 
mium, then figure the return that you will 
receive on the money you invest in the 
way of premiums and you will find that 
the return is as high or higher than any 
other safe security you can buy, and in 
addition the principal sum is guaranteed 
to your estate in the event of death. 

“T want to give you a statement, not 
concocted by any life insurance man, but 
made by a certain gentleman whose 
advice about investments is considered 
very carefully in this country. He was 
addressing a group of conservative New 
England business men when he said this: 
‘The best investment in the world for 
the average man over the long pull 
through the years is a savings bank pro- 
position.” Then he used a few ‘ifs’-— 
‘If you live—if you save consistently, 
and if the bank doesn’t go broke.’ 

“Then the same gentleman made this 
assertion, ‘The second best investment 
for the average man is a good life in- 
surance contract,’ and he made that state- 
ment unequivocal and without reserva- 
tion. 


Many-Sided Picture 
of Its Benefits 


“One of the functions of life insurance 
is to help men and women save. Its 
estate creating facility i is one of the great 
functions of the insurance business. 


“Another function is to conserve 
American business and guarantee its 
continuity. The thing which will guar- 


antee its continuity is hard cash and that 
is the only thing under heaven that will 
guarantee the credit of the concern after 
the passage from the picture of the man 
upon whom the credit of the business 
rests. I know that there is business 
lying loose here in this city which could 
be sold to cover such emergencies. I 
would advise you to go after it, because 
you are rendering a wonderful service 
when you guarantee to the city the con- 
tinuity of its business. It is quite as 
important to a city to keep the business 
which already exists as it is to bring new 
enterprises here. 

“Then life insurance is the means by 
which you and I can guarantee beyond 
peradventure that our children will re- 














ceive an education. I say education but 





I do not mean necessarily college edu- 
cation. 

“Life insurance is the means by which 
you can make a very considerable philan- 
thropic bequest at some future date at 
a cost which is very nominal indeed. 


“And, life insurance is the means by 
which an old man or old woman, past 
the meridian of life, can receive, as long 
as they live, an income—a regular, un- 
failing amount. We are selling in our 
company an increasing number of annui- 
ties. It is a great service, it is another 
of your tools and it is a service which 
the public has a right to expect of you. 

“I have not named all the functions of 
life insurance. There are a great many 
I have not named the most im- 


more. med } 
portant function of life insurance 
Edward A. Woods said, not a month 


before he went on the great adventure, 
‘Life insurance is love triumphant. Life 
insurance came into being because some 
man loved some woman and as a result 
of that love there was established a 
home ~ 


Dispels the Four 
Great Fears of Life 


Life insurance is the thing by which 
te can push into the background the four 
great fears which are inherent in all of 
us. Everyone of us has the fear of 
premature death. Then it pushes into 
the background another fear—the fear 
of disability, the fear of a living death 
We all have the fear that sometime we 
shall need ready money quickly. Then 
there is something else that must happen 
to men. It isn’t a very pleasant thing 
to talk about but I have heard the fol- 
lowing sales talk used: ‘Thirty years 
from now you will either be an old man 
or you will be a dead man. What pro- 
vision have you made for that emer- 
gency?’ Any one of the things which 
I have enumerated may happen to me, 
but if they don’t, then this fourth thing 
must happen to me beyond the shadow 
of a doubt. I shall be an old man. I 
shall come to that place where [I shall 
have no economic value to society. 


Life Insurance 
Becomes a Crusade 


“It seems to me that, interpreted in 
those terms, life insurance becomes not 
only a means of making a living but 
almost a crusade where the opportunity 
for service is absolutely unsurpassed in 
any vocation to which you could dedicate 
your life and your talents. 

“Interpreted in these terms, life insut- 
ance becomes not only an opportunity 
for making money but it becomes a cru- 
sade for making stable the American 
home which is the cornerstone of ever) 
worthy enterprise that we have.” 


ECONOMIC CONDITIONS 
AFFECT CLAIM RATIO 


C. A. Richardson of the underwriting 
division of the Retail Credit Company 
finds a connection between economic 
conditions and the frequency of disabil- 
ity claims. He cites North Dakota and 
Montana, both states having had a hard 
time for a number of years. Mississippi 
is in the heart of the flood country. The 
claim ratio in these states went upwards. 
Florida with its boom flattened out re- 
flected a higher loss ratio. Minnesota, 
Wisconsin, Iowa and South Dakota 
were all above the average. Canada as 
a whole is only slightly above the av- 
erage. Illinois, New York and other 
states which have been enjoying more 
uniform prosperity show less than half 
the average frequency of claims in com- 
parison with insurance in force. 


Goes With Research Bureau 


H. G. Kenagy, formerly personnel di- 
rector of Procter & Gamble of Cincin- 
nati, has resigned to become connected 
with the Insurance Sales Research Bu- 
reau of Hartford. Mr. Kenagy is we 
known in insurance circles, having been 
in charge of personnel research of Car- 
negie Tech. and joint author of the well- 
known book “Selection and Training of 
Salesmen” by Kenagy & Yoakum. 
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